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Caldwell Group 
Status in Doubt 


Missouri State Life Not Affected 
by Financial House’s 
Difficulties 


INTER-SOUTHERN RUMORS 


Nashville Taken Over 
Clearing House Committee—Hold 


Bankers by 


Many Insurance Securities 


The disposition of the insurance com- 
pany stock holdings of Caldwell & Co., 
Nashville investment banking house, 
which has been taken over by a com- 
mittee of the clearing house banks in 
Nashville, is arousing great interest. 
Caldwell & Co., at present and in the 
past, has held substantial blocks of stock 
in the Missouri State Life, Inter-South- 
ern Life, Southeastern Life, Southwest- 
ern Life of Dallas, Shenandoah Life and 
the Home companies of Arkansas, which 
include the Home Life, Home Accident 
and Home Fire. 

President Hillsman Taylor of the Mis- 
souri State Life, which owns the South- 
western Life of Dallas, reports that 
Caldwell & Co. at one time owned about 
29 percent of the Missouri State stock, 
but since that time it has been sold to 


the Inter-Southern Life. “Caldwell & 
Co.,” he said, “have practically no stock 


and at the present time this company is 
not connected with them nor any of the 
companies owned or controlled Ly them, 
with the exception of the Inter-South- 
ern, and that only through the owner- 
ship of some of the stock of the Mis- 
souri State Life. The Missouri State 
Life is controlled by its directors and 
will be operated independently of every 
influence except that which is for the 
best of the company.” 


Arnett Denies Sale 


President J. B. Brown of the Banco- 
Kentucky Company of Louisville, with 
which company Caldwell & Co. was 
planning to merge last June, in a state- 
ment said that Mr. Caldwell has decided 
to dispose of his insurance holdings in 
order to get a large amount of cash to 
adjust the situation brought about by 
the change in the securities market. The 
controlling interest in the life insurance 
companies represents the most liquid as- 
sets in the Caldwell holdings. 

President Cary G. Arnett of the In- 
ter-Southern Life and the Associated 
Life group says as far as he knows there 
IS no negotiation in Louisville for the 
sale of the Inter-Southern Life. 


However, it is understood in Louis- 
ville financial and insurance circles that 
the Caldwell interests are inclined to 


dispose of their insurance stocks imme- 
, probably on a group basis, which 


bein. result in the Associated Life group 
€ 


diat ely 


held intact. 
(CONTINUED ON PAGE 10) 





Valuable Business Cover 


Pointers Given by Simon 





The most valuable feature of the sales 
congress conducted in Chicago under 
the auspices of the Chicago Associa- 
tion of Life Underwriters was the open 
forum led by Leon Gilbert Simon, Equit- 
able of New York in New York City, 
a millionaire business insurance pro- 
ducer and author of the valuable book 
on “Business Insurance” published by 
THE NATIONAL UNDERWRITER, 

In answering a question 
proper method of valuing 
good will, Mr. Simon said the method 
should be suited to the prospect. There 
are three plans, one an examination of 
physical status, and inclusion of good 
will if this has been overlooked. He 
said a good will figure can be obtained 
by averaging annual profits for several 
years and multiplying this figure by 
three in the case of a small corporation, 
and by five for a large one. 


as to the 
stock and 


Answers Tricky Question 


In the case of business insurance in- 
volving one partner or officer who can 
get insurance and the other who is medi- 
cally undesirable, Mr. Simon says he 
makes provision for that in the approach. 
He advises prospects that the written 
agreement the most important, be- 
coming self-completing if the life insur- 
ance can be obtained. If, however, not 
all partners or officials involved are in- 
surable, those who cannot get insurance 
pay their share into a separate fund 
for the insurance premium, the amount 
of payment being 4, 5, 6 percent and 
in some cases even 10 percent of the 
partner’s interest per year. 


1s 


Guarantees Liquidation at Par 


Another question was whether in the 
present depression it is worth while to 
solicit business insurance. Mr. Simon 
said certainly. His argument that 
his plan guarantees liquidation at par 
whether there is depression or not, and 
eliminates depressed value of prospect’s 
holdings. There no real difference 
between proprietorship _ life 
and personal, Mr. Simon said in answer 
to another question, if the former 
continued to protect creditors. 


is 


is 
is 


Business Approach Useful 


It was asked if the business approach 
could be used to sell personal insurance. 
Mr. Simon said he does this very often, 
going into a place where he knows busi- 
ness insurance not needed and per- 
haps telling of an arrangement he has 
been able to make recently for a com- 
petitor. He said this frequently leads 
to disclosure of need for personal in- 
surance. 

An interesting discussion was the case 
of a corporation needing $800,000 busi- 
ness insurance with $40,000 premium but 
not at present able to afford this much. 
Mr. Simon suggested term insurance or 
an agreement to take $200,000 protection 
a year for four years, with perhaps the 
first installment in term insurance. He 
does not favor term and sells very little 
as he does not believe it fits business 
needs. 

Another query was what is the draw- 
back on insurance nayable to a corpora- 
tion and carried on the president's life. 
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insurance | 











Mr. Simon said it increases the inheri- 
tance tax on the president’s stock and 
there are some other disadvantages. 

Mr. Simon finds it best to use a cor- 
porate trustee in the business insurance 
arrangement but if the prospect does not 
want this the next best plan is to make 
the insurance payable either to the part- 
ners or others interested. 

He finds it not possible accu- 
rately to compare life insurance and in- 
vestments. In most of the comparisons 
he has seen, he said, some of the most 
important factors have been left out. 

In the case of a stock purchase agree- 
ment involving three persons who have 
paid in $50,000, Mr. Simon suggested 
selling them three separate policies, each 
for a third of the $50,000, and going back 
the next year to sell them more insur- 
ance to complete the agreement written 
the previous year and to compensate for 
growth in business. 


1S 


Tells of “Ege” Approach 


Whenever the infrequent case bobs up 
of a business dominated by one man 
who has all the brains, Mr. Simon ad- 
vises the “ego” approach, using the ar- 
gument on this man that insurance 
should be taken to compensate the firm 
for the “tremendous” to it if he 
dies. 

Mr. Simon 


loss 


finds at least a 
cold canvass advantageous in writing 
business insurance. He watches many 
trade journals and newspapers for items 
about corporations expanding capital 
stock or increasing plants. He writes 
letters on plain stationery bearing only 


modified 


his name and address, saying that he 
has seen the item, has a matter of vital 
importance to the firm to present and 
will call at a definite hour as he “ex- 
pects to be in the neighborhood.” Mr. 
Simon characterizes this as a form of 
cold canvass but he says the day has 


passed when a life insurance man should 
go from door to door asking if anybody 
wants to buy insurance. 

Considers Inactive Stockholders 
businesses 
the purpose of 


Inactive stockholders in 
should be insured for 
getting their interests out of the way 
if they die, but only in case they carry 
a sizable block of stock. 

Mr. Simon says it is not necessary in 
arranging business insurance to set a 
definite valuation per share on stocks, 
and in fact it not advisable. The 
method, on a sliding scale basis, how- 
ever is determined in the written agree- 
ment. Values should not be fixed in 
the present as no one can tell what 
the future will bring forth, but they 
should be adjusted at least once a year, 
he said. 

In arriving at the 
which has lost money 
years, Mr. Simon advises 
ing to sell on the basis of the value two 
or three years ago as the true value; if 
this is not approved, to take the pres- 
ent value. 


1s 


value of a business 
for two or more 
first attempt- 


Stresses Value of Agreement 


Another good point made by Mr. Si- 
mon was the case of two men in busi- 
(CONTINUED ON PAGE 10) 





Elections Cause 
Radical Changes 


Many Insurance Commissioners 
Lose Chances for Reappoint- 
ment with Upset 


COMPENSATING FEATURES 


Dawn of New Day in Insurance Super- 
vision Is Seen in Some Sections 
of Country 
General elections 
of affairs 
viewpoint in many 


the 
insurance 


changed 
from 


com- 
plexion an 
There is a 
strong possibility that some of the most 
efficient and admired commissioners will 
out due to 
and matters of expediency 
which demand taking 
supporters. 

With election of Turner to suc 
ceed John Hammill as Iowa’s governor, 
it is expected that Commissioner Ray 
Yenter, whose term expires July 1, 1931, 
will be displaced. It is rumored that he 


sections. 


lose on reappointment po- 
litical changes 


care of campaign 


Dan 


is to become counsel for the Central 
Life of Des Moines. Only one candi- 
date for commissioner is actively seek- 
ing appointment, E. E. Crane of Wood- 
bine, prominent insurance agent in west- 
ern lowa. He has the backing of field 


men, and also, it is said, of some promi- 
nent politicians. 


Ne Change in Georgia 


W. B. Harrison was reelected comp- 
troller general of Georgia and will ad- 
minister the insurance department 
There is a remote possibility that the 
legality of his election may be contested, 
as those who opposed him in the state 
primary allege that the state Democratic 


committee erred in declaring him the 
regular party nominee. He was tied 
with H. P. Parker in the primary in 
number of county or unit votes. 

When George White takes office as 
governor of Ohio in January he will be 
called on to appoint a new insurance 


superintendent 
No names have 


superintendent, deputy 
and state fire marshal. 
been suggested openly. It is understood 
that it the purpose of the new ad- 
ministration to appoint the highest type 
of men possible, that the work of the 
two departments may be carried on on 
the high plane set by Superintendent ol 
S. Younger and Deputy Earl Stewart 


1s 


Expect Wisconsin Reorganization 


Reorganization of state departments 
in Wisconsin will be quite general, re- 
ports from Madison indicate, following 


election of Philip F. La Follette as gov- 
ernor. It is reported that he will not 
reappoint some 15 officials whose terms 
expire in the first six months of his 
administration. Among these Com- 
missioner Freedy. 

No changes are contemplated in the 
office of the California insurance com- 
missioner as a result of the defeat of 

(CONTINUED ON PAGBD 11) 
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George E. Lackey Honored 
at Oklahoma City Luncheon 


DRAWS LARGE ATTENDANCE 


New National President Cheered by 
Crowd of Life Men From Through- 
out State 


A banner event was the luncheon 
given in Oklahoma City Saturday by 
Oklahoma life underwriters for George 
E. Lackey, in honor of his recent elec- 
tion as president of the National Asso- 
ciation of Life Underwriters. Nearly 
200 were present, including a number 
from other cities. 

Tributes were paid by Commissioner 
Read, J. Henry Johnson, past president 


Oklahoma Life Underwriters Associa- 
tion, and Robert H. Carter, president, 
who was toastmaster. Mrs. Lackey 
and their son, George Hurt Lackey, 
were present. 

Mr. Lackey voiced appreciation and 


announced that through efforts of the 
National association Mrs. W. S. Pritch- 
ard would spend a week in Oklahoma in 
January to address the women’s organi- 
zations of the state in the interests of 
life insurance. 


Oklahomans on Committees 


He announced that the local associa- 
tion would be represented on national 
committees by two members, Carol C. 
Day, general agent Pacific Mutual, on 
the legislative committee, and Robert H. 
Carter, Connecticut Mutual, on the 
membership committee. He launched a 
movement to make every effort to se- 
cure the national convention for Okla- 
homa City some time between 1933 and 
1935, 

There is no mystery about life insur- 
ance, he said. It is only a financial plan 
qualified to merge the individual into 
the masses by placing his money in the 
hands of efficient financiers qualified 
to safeguard his interests. Life insur- 
ance is a combination of three sciences, 
law, mathematics and medicine, and re- 
quires equipment in all three to insure 
success, he said. The problem today is 
to interest clients from the money sav- 
ing and investment angle, based on the 
creation and building of estates. 


Lackey Gives Pointers 


Agents must stress the money saving 


element of the business, accenting the 
difference between life insurance and 
fire, casualty and other forms. He 


pointed out that there is just one age 
when a person can buy and get the 
maximum in life insurance for his dol- 
lar. This he cited as the age of ten 
years, adding that it behooves all under- 
writers to go after this juvenile business 
as a paying proposition, not only for 
themselves but for the men and women 
they serve. 

“We will never know the amount of 
good we underwriters have done by the 
thousands of dollars we have secured 
in newly created estates until our time 
comes to pass on,” he said. “I would 
rather have this to my credit than any 
other legacy that I might leave.” 

The annual sale congress this year 
will be in the form of a life insurance 
day in January. 


To Prepare for Big Convention 


A meeting of the temporary committee 
of the Pittsburgh Life Underwriters As- 
sociation has been held to discuss pre- 
liminary plans for the National Life Un- 
derwriters Association convention to be 
held in Pittsburgh next September. The 
temporary committee consists of J. M. 
Holmes, Travelers; W. R. Furey, Berk- 


shire; H. T. Burnett, Reliance Life; G. 
P. Roberts, Northwestern Mutual; M. 
J. Ream, Mutual Benefit; W. M. Duff. 


Equitable of New York; H. J. Johnson, 
Penn Mutual. 











Self Made Man 











Louis 


ALLEN MAY, St. 


Secretary Legal Section American Life 
Convention 


Allen May of St. Louis, who is gen- 
eral attorney of the Missouri State Life, 
and who becomes secretary of the Legal 
Section of the American Life Conven- 
tion, sprang from the farm, being born 
in a log house in a rural neighborhood 
near Middletown, Mo., April 29, 1893. 
Young May, anxious to have an educa- 
tion, assisted in paying his expenses for 
high school education by doing different 
odd jobs and graduated from the high 
school at Savannah, Mo., in 1909, being 
one of the youngest graduates of that 
school. He paid his expenses through 
Platt Commercial College and then was 
employed as a clerk in the United 
States census office at St. Joseph. Fol- 
lowing that he worked in a wholesale 
hardware concern, a railroad office, a 
local chamber of commerce of St. Jo- 
seph. 

Becomes Assistant Attorney General 


In 1921 he was appointed by Gover- 
nor Hyde of Missouri as judge of the 
municipal corporation court of Bucha- 
nan county and later in the year was 
named special assistant attorney gen- 
eral in charge of criminal prosecutions 
covering eight counties. When the spe- 
cial work was completed in 1923 Mr. 
May was appointed assistant attorney 
general on the regular staff at Jeffer- 
son City and took particular charge of 
the presentation and argument of cases 
before the supreme court. On June 1, 
1924, he became associated with Jour- 
dan & English, general counsel Mis- 
souri State Life in St. Louis. In Feb- 
ruary, 1925, the office of general attor- 
ney was created by the company and 
Mr. May was selected to fill that posi- 
tion. 

Had Important Assignments 

Mr. May was one of the counsel in 
the preparation and consummation of 
the contract whereby a majority of the 
capital stock of the Missouri State Life 
was sold by M. E. Singleton and his 
associates to Rogers Caldwell and his 
associates, this being one of the largest 
life insurance deals ever made. Later he 
was one of the counsel that drafted the 
contract and handled the court proceed- 
ings in connection with the reinsurance 
of the International Life by the Mis- 
souri State Life. 


Johnson Goes to Manchester 


W. E. Johnson, Jr. has opened an of- 
fice at Manchester, N. H., as general 
agent of the Mutual Benefit Lfie. He 
is a native of Vermont and has been in 
the insurance business almost 20 years, 
te nyears of which were spent in Keene 
and the last three years in Nashua for 
the Mutual Benefit Life. 





Hard Case on Income Tax 


Is Decided at Cleveland 


ASSIGNED “NYLIC” TO WIFE 


Renewals Are Taxed as Agent’s Income, 
Although Not Actually Col- 
lected by Him 


Assignment of an agent’s renewal 
commission to his wife, without consid- 
eration except “love and affection,” will 
not relieve the agent from payment of 
income tax on such renewal commis- 
sions when realized upon, even though 
they are actually paid to the wife, ac- 
cording to the decision of Judge West 
in the United States district court at 
Cleveland in the case of John J. Parker 
vs. C. F. Routzahn, collector. In 1906, 
long before the income tax was enacted, 
Mr. Parker, an agent of the New York 
Life, assigned his “Nylic” to Mrs. 
Parker and the assignment was assented 
to by the company. The Nylic was 
actually paid to Mrs. Parker. 


Actually Paid to Wife 


After the enactment of the income tax 
laws Mr. Parker reported his own in- 
come as actually received to the col- 
lector for taxation, and Mrs. Parker 
reported in her own name the amount 
received by her. When such returns 
were made for the year 1918 the govern- 
ment took the ground that the Nylic 
commissions paid to Mrs. Parker should 
be added to Mr. Parker’s return and 
made a deficiency assessment, seemingly 
because the addition of Mrs. Parker’s 
to his brought his income into a higher 
bracket. Mr. Parker paid the assess- 
ment and sued for its recovery. 

Judge West’s decision was based upon 
the rule, as stated in the decision that 
“the assignment, being of moneys to be- 
come due in the future, was not good at 
law, but if effective at all, operative as 
an equitable assignment.” 


Could Have Been Revoked 


It appears that a court of equity will 
not enforce an assignment without valu- 
able consideration. “Because his at- 
tempted prior transfer was not based on 
a valuable consideration, he retained 
power to revoke it, as effective if he had 
wished to use it, as the power over the 
corpus of the trust fund, with which 
the supreme court dealt in the Corliss 


case,” said Judge West. The judge 
quoted from the decision of Justice 
Holmes in the case of Corliss vs. 
Bowers, as follows: “The income that 


is subject to a man’s unfettered com- 
mand and that he is free to enjoy at his 
own option may be taxed to him as his 
income, whether he sees fit to enjoy 
it or not.” Judge West concludes that, 
while it seems like a hard case, “it was 
not only permissible, but the duty of 
the government to proceed to collect 
this deficiency.” 


F. M. Hubbell Dies 


F. M. Hubbell, founder of the Equit- 
able Life of Iowa in 1867 and to whom 
was issued policy No. 1, died at his home 
in Des Moines Tuesday morning at the 


age of 91. Mr. Hubbell was reputed to 
be Iowa’s wealthiest citizen, leaving to 
his heirs a trust fund of $10,000,000 


besides large investments in real estate. 

Mr. Hubbell became the first secre- 
tary of the Equitable Life upon its or- 
ganization and in 1888 he was chosen 
president, serving in that capacity until 
1907. He lived to see the company that 
he founded 63 years ago develop into 
one of the great life insurance organiza- 
tions of the nation. In 1866 he built the 
first street car line in the city and in 
1871 organized the Des Moines Water 
Company. In 1882 he built a narrow 
gauge railroad into the heart of north- 
western Iowa, now a standard gauge 
operated by the Milwaukee. 





Promotions Announced 


by the Penn Mutual Life 
TWO ASSOCIATE ACTUARIES 


O. W. Perrin and M. L. Johnson Are 
Advanced as Are Dr. D. W. Moore 
and Dr. J. H. Walker 


O. W. Perrin, assistant actuary, is 
given the title of associate actuary oi the 
Penn Mutual. He is a University of 
Michigan graduate, a fellow of the Ac. 
tuarial Society of America, and of the 
American Institute of Actuaries. He 
was a member of the International Con- 
gress of Actuaries in 1927. He entered 
the service of the Penn Mutual in 1904, 
and was appointed assistant actuary in 
1908. 

M. L. Johnson, assistant actuary, is 
appointed associate actuary. He is a 
graduate of Swarthmore. He is a Fel- 
low of the Actuarial Society of America, 
and an associate member of the Ameri- 
can Institute of Actuaries. At Swarth 
more he has served as an instructor in 
insurance mathematics. He joined the 
Penn Mutual in 1910, and was appointed 
assistant actuary in 1922. 


Medical Men Advanced 


D. W. 


was named 


inspector, 
assistant medical director 
He graduated in medicine from Dal- 
housie University in 1921, and served as 
chief resident physician and assistant 
superintendent of Victoria General Hos- 
pital at Halifax, N. S., for two and a 
half years before going to the service of 
the Penn Mutual as a traveling medical 
inspector. After two years of that work 
he was stationed at the home office 
where his time was divided between the 
supervision of medical examiners and its 
medical selections. 


Dr. J. N. Walker, 


Dr. Hoare, medical 


medical examiner 
at the home office, is now an assistant 
medical director. He graduated from 
the medical department of the Univer- 
sity of Pennsylvania in 1900. In 1901- 
1902 he was resident physician of the 
Children’s Hospital in Philadelphia, and 
from 1902 to 1904 he held a similar po- 
sition in Pennsylvania Hospital, Phila- 
delphia. In 1905 he became attending 
physician in the out-patient department 
of the Pennsylvania Hospital. In 1924 
he was appointed physician to the Mary 
J. Drexel Home of the Lankenau Hos- 


pital in Philadelphia. He joined the 
medical staff of the Penn Mutual in 
1927. 


Tax Bill Still Unsigned 


COLUMBIA, S. C., Nov. 13.—Gov- 
ernor Richards has taken no action in 
connection with the bill increasing tax 
on premiums in South Carolina. His 
long delay is generally construed here 
as meaning that he will not sign the 
measure. 





Pays 24 Cents Premiums, 
Beneficiary Gets $500 


Realization of $500 from one 
day’s investment of 24 cents is 
not to be sneezed at. Last week 
the Prudential delivered a $500 
industrial policy to a housewife in 
Sioux City, Ia. The children in 
the family were already insured 
and the additional cost of the new 
policy was but 24 cents. When 
the policy was delivered in the 
morning the woman had to bor- 
row four pennies from the chil- 
dren’s saving bank to make pay- 
ment. At that time she appeared 
in her usual good health, but that 
night died suddenly. As the insur- 
ance was effective immediately the 
$500 will go to her beneficiaries. 
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Bad Ethics Are 
Roundly Scored 


Chicago Business Man 
Speaks Out at Chicago 


Sales Congress 


Great 


SIMON TALK FEATURED 


Attendance of Nearly 1,000 Reported at 
Interesting Meeting Sponsored by 
Chicago Association 


Opportunity was afforded Chicago 
managers and agents at the sales con- 
gress there last week to hear the frank 
opinion of a large business man and one 
of the most heavily insured men of this 
country on unethical practices such as 
twisting and rebating. He was George 
Lytton, president of the Hub, great Chi- 


cago clothing store, who carries more 


than $2,000,000. 

Mr. Lytton created something of a 
sensation with his frank confession that 
he and his father in the past had suc- 
cumbed to the wiles of twisters and re- 
baters. He characterized these as the 
most pernicious habits in the business 
today. 


Striking Example of Evil 


Mr. Lytton said his father, an upright 
business man, many years ago before 
ethical standards were set in life insur- 
ance, when he began to build up his in- 
surance line was offered rebates, and 
figured that if life insurance men were 
fools enough to give away their living 
wage he might as well accept it. Mr. 
Lytton said in recent years he followed 
an agent’s advice to cancel $200,000 for 
the $25,000 cash value, in line with the 
argument that interest on this sum if in- 
vested would carry a large line without 
additional cost. He confessed that this 
$25,000 was lost on the stock market 
and pointed out that this is the fatal 
error in a twister’s argument. 

Mr. Lytton is active in the Better 
Business Bureau with which the Chi- 
cago Association of Life Underwriters 
is affiliated in improving ethics in that 
city, was one of its founders and its first 
president. He declared that rebating 
and twisting will be put down in Chi- 
cago, even if it is necessary to use the 
bureau's great influence in broadcasting 
publicity about operations of specific life 
men, and even resorting to the courts. 


Submerges Real Issue 


_ “How am I going to make sure of my 
future and that of my family and to con- 
sider only the safest thing in the world 
when the dirty pup with whom I am 
liguring tries to play it crooked from 
the very first,” Mr. Lytton asked. “If 
you go after delivering service as you 
should you won't have to worry about 
the Better Business Bureau. 

“We don’t fear anybody or ask any 
lavor If we get an agent for twisting 
or rebating we are going to lick him. 
Ve won’t use a big stick but we are 
going to use a system of ‘shopping’ such 


as we use in checking up on clerks 

our stores. We will send out persons 
who will appear to be prospects for in- 
surance and will deliberately seek over- 


tures from rebaters and twisters.” 
Leon Gilbert Simon of New York. 
Equitable of New York million dollar 


producer of business insurance, as usual 
dominated the program with a talk on 
“Life Insurance as Applied to Busi- 
ness.” 


Uses for Business Cover 


He pointed out that insurance may 
be s Id to liquidate a corporate stock- 
holder’s interest at death, to form a 

(CONTINUED ON PAGE 9) 





Life Insurance Affords 
Handsome Extra Income 





The general insurance office sells life 
insurance only infrequently, rather than 
as a rule, yet it is better equipped to do 
so than any other medium outside the 
exclusive life underwriter, Walter E. 
Webb, executive vice-president National 
Life, U. S. A., Chicago, told the L[llinois 
Association of Insurance Agents. 

“Confidence is the prime essential in 
the writing of life insurance,” he said. 

“Since confidence is the foundation of 
a life insurance sale, the individual best 
situated to enjoy that confidence or to 
obtain it is the one best suited to make 
life insurance sales. The general insur- 
ance operator enjoys the confidence of 
his clients. His clients are accustomed 
to discussing insurance in general with 
him. The introduction of a life insur- 
ance negotiation is not a departure from 
the usual trend of insurance discussion 
and the confidence which has been built 
up with the client as a result of handling 
his various lines makes for a more ready 
negotiation and understanding in the 
consideration of the purchase of life in- 
surance. 


Opportunity Is Offered 


“Your clients are buying fire insur- 
ance, accident and health insurance, 
automobile liability insurance from you. 
Your clients also are buying life insur- 
ance—they are buying it from somebody 
else, if you are not handling life insur- 
ance, Since the writing of life insurance 
is a legitimate phase of your operations, 
you are allowing legitimate profits to 
escape you if you do not include the 
writing of life insurance in your port- 
folio. 

“Your relationship with your client 
permits frequent contacts in the hand- 
ling of expiring policies, claims, endorse- 
ments of one kind or another, all of 
which provide you excellent openings 
for the introduction of a life insurance 
negotiation. 

“An interview on life insurance as an 
incident to some other errand is fre- 
quently far more effective than is the 
case where an interview is arranged for 
the sole purpose of discussing life insur- 
ance. Your client is on the defensive 
in the latter class and talks with you 
with an open mind in the former. 

“A successful life insurance negotia- 
tion requires that you have information 
regarding the man’s age, approximate 
income, family responsibilities and other 
facts, which in most instances you al- 


ready possess because of the handling of | 


his general insurance.” 


Confidence Is Backbone 


Mr. Webb stated that in his opinion 
from 50 to 75 percent of successful life 
insurance negotiations is founded on 
confidence. The sale of life insurance 
is a creative matter, as Mr. Webb ex- 
plained, while most other insurance is 
desired. It does not require the same 
kind of salesmanship to handle other in- 
surance lines. He said that the needs 
for life insurance must be implanted in 
the minds of prospects. Mr. Webb said 
that three out of every 10 people will 
buy life insurance during the next 12 
months. The general insurance agents, 
he said, therefore are in a position to 
control life insurance as well as other 
lines. The life man spends a great deal 
of time often in securing an interview. 
The general insurance man frequently 
sits in with his assured. The misfor- 
tune, therefore, of the life insurance 
specialist is the opportunity of the gen- 
eral insurance salesman. 

Mr. Webb urged the general salesman 
to link up life insurance with his other 
lines. He said that over $100,000,000 of 
life insurance is being produced by gen- 
eral agencies every year. If an insur- 
ance man will handle the life insurance 
of his clients, it merely extends his op- 
erations and cements the relationship 





between him and his assured more 
strongly. 
Mr. Webb called attention to the 


fact that frequently life insurance men 
from distant points will travel over a 
state, writing business here and there. 
He said that there is no reason why a 
local agent should not serve his resident 
clients far more advantageously than 
these life insurance men from other 
parts, He said that a resident agent can 
more intelligently advise his friends as 
to life insurance. Life insurance, he said, 
will ideally fit in with the portfolio of 
any agency writing a general line of in- 
surance. 


Urges Investment Canvass 


Inasmuch as life insurance now looms 
up more strongly as an investment fea- 
ture, the canvass will be along invest- 
ment lines. It has been heretofore 
pretty much centered on protection. He 
said that life insurance as an invest- 
ment has stood up 100 percent without 
deviation during the financial depres- 
sion. It is the one single investment that 
a man can sell or on which he can bor- 
row the same amount that he was told 
he could when he entered into the con- 
tract. In other words he can surrender 
his policy or borrow on it for the speci- 
fied amounts scheduled in his contract 
that was pledged when he signed on the 
dotted line. He said that loan values 
and, in fact, all values are predetermined. 
The rate of interest is determined when 
the contract is sold. 


Opens New Sales Channels 

Mr. Webb declared that the under- 
writing of life insurance from an invest- 
ment standpoint will attract more atten- 
tion than it ever has before because life 
insurance has alone proved stable, sound 
and impregnable during all sorts of 
crises. He said the collateral values of 
life insurance fit in nicely with any com- 
mercial scheme. The sale of life in- 
surance, therefore, opens up legitimate 
channels to serve clients that the local 
agent probably has not taken advantage 
of before. 





Demand Is Seen 
for the Training 
of Bigger Men 








Manager Holcombe of the Life Insur- 
ance Sales Research Bureau in com- 
menting on the advance course in agency 
management which he has worked out, 
states that the bureau has found that 
the recent growth in mergers has influ- 
enced many business executives to con- 
sider life insurance selling, and ultimately 
agency management as a career. The 
recent depression in other lines of busi- 
ness has shown many men that they 
should seek a business not subject to 
the usual depression of commerce and 
industry. Mr. Holcombe asserts that the 
alert manager is using these facts to 
guide him in recruiting men better able 
to represent life insurance before the 
public. He says further: 


Teaching Has Progressed 


“Progress has been made in improv- 
ing both the content of educational 
courses and methods of teaching. For 
many years educational activity has been 
concerned with teaching new agents to 
become authorities on life insurance, 
often neglecting to tell and show them 
how to sell it. Yet an agent is compen- 
sated for selling. We have, therefore, 
conducted tests on an educational pro- 
gram designed to major on effective 
selling of life insurance rather than the 
structure and content of the policy sold.” 





North Carolina 
Session Success 


Nearly 600 Attend First Insurance 
Days Gathering in 
Greensboro 


CROSS CHOSEN PRESIDENT 
Held With Notable 
Speakers—Charlotte Chosen for 
Scene of 1931 Confab 


Group Sessions 





GREENSBORO, N. C.,, Nov. 13.— 
The first North Carolina Insurance Days 
program here last week sponsored by 
the Insurance Federation of North Caro- 
lina proved an unqualified success with 
nearly 600 present. 

At the federation’s business session at 
the close of the two-day program, P. R. 
Cross, Raleigh, was elevated from sec- 
retary to the presidency to succeed W. 
M. Merrimon, Greensboro, who in turn 
was made chairman of the executive 
board to succeed W. D. Wilkinson, 
Charlotte. W. H. Andrews, Jr., Greens- 
boro; M. V. Whitesides, Gastonia; 
Thomas Tate, Asheville, and Felix Har- 
vey, Jr., Kinston, were chosen vice- 
presidents; James Doyle, Charlotte, was 
elected secretary and Walter Lambeth, 
Charlotte, as treasurer. The reports of 
the officers reflected a good year and 
good prospects for another one. Char- 
lotte was chosen for the 1931 insurance 
days meeting and definite assurance was 
had that the event will be a regular 
annual feature. 


Merrimon Presides 


A “get-together” entertainment was 
held Thursday evening in a local thea- 
ter with a variety of attractions, chief 
of which was the presentation by the 
Pilot Life Players of a drama “What 
Price Policy Loans?” written by L. L. 
McAlister. 

The formal meeting opened Friday 
morning with W. M. Merrimon presid- 
ing. After the mayor's address of wel- 
come and the response by W. H. Trent- 
man, Charlotte, Mr. Merrimon presented 
Paul W. Schenck, Greensboro, as gen- 
eral chairman of the program. Mr. 
Schenck briefly spoke of the spread of 
the insurance day plan through the 
United States and outlined the North 
Carolina program. 

The banquet Friday evening was no- 
table for entertainment features and for 
the address of Chester Leasure of the 
United States Chamber of Commerce. 

Golf tournaments were held, with the 
fire and casualty men competing on Fri- 
day and the life insurance men on Sat- 
urday afternoon. 

A life insurance sales congress was 
held under the leadership of W. H. An- 
drews, Jr., president of the Greensboro 
Life Underwriters Association. Talks 
were given by Roger B. Hull, manag- 
ing director National Association of 
Life Underwriters: A. E. N. Gray, Pru- 
dential ordinary supervisor; John M. 
Holcombe, Jr., manager of the Life In- 
surance Sales Research Bureau, and Dr. 
S. S. Huebner, University of Pennsyl- 
vania. 

On Friday afternoon talks were given 
by C. W. Gold, vice-president and treas- 
urer Jefferson Standard Life; L. F. Lee, 
president Occidental Life, and R. M. 
Hanes, Wachovia Bank & Trust Com- 
pany, Winston-Salem. 

Saturday morning the congress heard 
another address by Dr. Huebner, and 
addresses by M. A. Linton, vice-presi- 
dent Provident Mutual Life, and Tully 
D. Blair, agency manager Pilot Life. 
Briefs of the outstanding talks are given 
on page 19 of this issue. 
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ees Steen Satie 
to File Argument in Case 


IS MUCH INTEREST IN ISSUE 


Life Companies Will Intervene in the 
Shropshire Legal Contest 
Over Loans 


DALLAS, Nov. 13.—The Texas Mort- 
gage Bankers Association has been 
granted permission to file written argu- 
ments in the case of Shropshire vs. Farm 
Credit Association, a case which is at- 
tracting wide attention among life com- 
panies making loans on real estate in 
Texas. The plea of the mortgage com- 
pany to make oral arguments before the 
supreme court was denied. 

The American Life Convention will 
be represented in the case when final ar- 
guments are made. F. W. Wozencraft 
Dallas attorney and Judge Elliott, gen- 
eral counsel, will appear for the con- 
vention and as friends of the court. 

The case concerns lending money on 
real estate. Shropshire borrowed money 
from the loaning company. The loan 
was to run 10 years and Shropshire 
agreed to pay 9 percent interest. He 
made interest notes or coupons for 6 


percent for the loan period. These 
notes were to be paid annually, In ad- 
dition he made notes for the same 


amount, 6 percent, to be paid, one each 
year for five years. He paid these notes 
for two years and then,sued the loaning 
company for recovery of twice the 
amount paid, charging usury. The dis- 
trict court ruled against Shropshire. So 
did the appellate court. But the su- 
preme court held the rates charged by 
the loaning company were usurious and 
rendered a verdict for Shropshire for 
twice the amount he paid in. 


Discontinues Lifetime Rider 
The Continental Casualty of Chicago 
has discontinued its Form 162 rider 
which was attached to commercial acci- 
dent and health policies, providing life- 


time indemnity for sickness without the 
requirement of house confinement. In 


its place it has substituted two new 
riders, Forms 294 and 295. The first 
provides weekly indemnity for three 


years in cases of sickness without the 
requirement of house confinement, and 
the second, the same for five years’ 
maximum, 


T. Coleman Du Pont Dies 


T. Coleman Du Pont, financier and for- 
mer senator from Delaware, who died this 
week, once was identified with the life 
insurance business, having purchased the 
controlling interest in the Equitable Life 
of New York from J. P. Morgan & Co. 
He later mutualized it and disposed of 
the stock to the policyholders. He was 
chosen chairman of the Equitable Of- 
fice Building Corporation, which built 
the $30,000,000 Equitable building at 120 
Broadway, New York, at that time the 
largest office building in the world. Mr. 
Du Pont was a director of the National 
Surety of New York at the time of his 
death. 


Smokes Are on Grantges 


When W. F. Grantges, agency di- 
rector of the Northwestern National 
Life, arrived at the office Monday he 
found all of the male members of the 
agency department lined up to con- 
gratulate him. He was ready for them 
with a box of cigars. This was in cele- 
bration of the arrival of Richard Fidelas 
Grantges early Sunday morning. Rich- 
ard tipped the beam at nine pounds and 
one ounce. 


Malcolm Adam to Speak 


Malcolm Adam, supervisor of the 
Penn Mutual Life, will discuss coopera- 
tive underwriting at the life group meet- 
ing of the Pennsylvania Insurance Fed- 
eration in Philadelphia, Nov. 19. 











Non-Cancellable Rates Will Be 
Increased by the Continental 








The Continental Casualty and Con- 
tinental Assurance of Chicago will in- 
crease their rates on noncancellable 
health and accident policies the first of 
the year. At the present time the Con- 
tinental Casualty writes an aggregate 
indemnity form. For an extra premium 
it has a life indemnity rider, On Jan. 
1 the life indemnity rider will be en- 
tirely eliminated for the Continental 
Casualty. Tha Continental Assurance 
with its life policies writes the total 
and permanent disability clause but is- 
sues a separate noncancellable policy 
which is continuous. There is no ag- 
gregate life indemnity in that clause. 
The Continental Assurance will write 
noncancellable with an elimination pe- 
riod of three months only. 


Continental Assurance Rates 


The Continental Assurance rates for 
each $100 monthly indemnity: 





Classes 

Age A& D E F 

ee 31.02 $39.55 $34.12 $38.00 $41.10 
Dieccens 34.54 44.04 37.99 42.31 45.77 
Cee 38.59 49.20 42.45 47.27 51.13 
BPscccse 43.65 55.65 48.02 53.47 57.84 
ee 49.95 63.69 54.95 61.19 66.18 
ee 57.60 73.44 63.36 70.56 76.32 
ae 66.64 84.97 73.30 81.63 88.30 
| 77.52 98.84 85.27 94.96 102.71 


For each $1,000 of accidental death in- 
demnity in addition to rates quoted 
above add $2 for A and B, Ew 50 for C 
and D, $6 for E, and $8 for F 

The non-cancellable income policies 
of the Continental Casualty are sold to 
business and professional men ages 20 
to 55 inclusive whose occupations are 
classified A, B, C and D. Although 
rates are scheduled for E and F, this is 
not for underwriting purposes but in- 
dicate what the prorating is if a policy- 
holder changes his occupation. The 
Continental Casualty issues an aggre- 
gate indemnity policy quoting rates for 
each $10,000 disability benefits payable 
$100 monthly. All indemnities now car- 
ried, plus the amount of noncancellable 
income disability must not exceed 
$1,000 monthly. All indemnities plus the 
amount applied for must not. exceed 
two-thirds of the earned income at ages 
20 to 45, one-half ages 45 to 55. Earned 
income is derived solely from one’s daily 
occupation, 


Various Policy Forms 


Policy form 245A provides for pay- 
ment of a principal sum indemnity as 
well as a monthly indemnity. Policy 
form 246-A provides for a monthly in- 
demnity only. Hospital rider 238A may 
be sold for an additional premium and 
irrespective of classification with any of 
the policy forms. It gives an addi- 
tional hospital benefit of 75 percent of 
the monthly indemnity during the elim- 
ination period. Aviation rider form 281 
may be sold for an additional premium 
but this covers fare-paying passengers 
going over a regular route between 
definitely established airports. 


Restrictions Are Given 
Policy forms 245A and 246A may be 
sold for disability indemnity ranging in 





amounts from $5,000 payable at the rate 
of $50 a month to $50,000 payable at 
the rate of $500 a month. They are 
sold only with elimination periods of 
one, two or three months. Death in- 
demnity limits are $10,000 and may be 
sold at the rate not in excess of $1,000 
with each $50 of monthly disability. The 
disability benefit limits are $50,000 or 
$500 a month. The annual premium 
for the hospital supplements for each 
$100 monthly disability indemnity is $5 
a year for three months waiting pe- 
riod, $4.50 for two months and $4 for 
one month, 


Continental Casualty Rates 


The Continental Casualty rates for 
each $10,000 disability benefits payable 
$100 monthly are: 


Classes Aand B -——Class C-—, 


3 Mo. 2 Mo. 1 Mo. 3 Mo. 2 Mo. 1 Mo. 

Age — — Elim. Elim. — Elim. 
$ 

20 20.40 25.50 32.64 26.01 32.51 41.62 
25 . 22.45 28.06 35.92 28.62 35.78 45.80 
30 . 24.88 31.10 39.81 31.72 39.65 50.76 
35.... 28.13 35.16 45.01 35.87 44.83 57.39 
40 - 32.51 40.64 52.02 41.45 51.82 66.33 
45 38.13 47.66 61.01 48.62 60.77 77.79 
50 45.12 56.40 72.19 57.53 71.91 92.04 
55 53.78 67.23 86.05 68.57 85.72 109.71 


r——Class D——, -—Class To 
3 Mo. 2 Mo. 1Mo. 3 Mo. 2 Mo. 


Age Elim. Elim. Elim. Elim. Elim. Diim: 
$ $ 3 $ $ $ 
2 22.44 28.05 35.90 24.99 31.24 39.98 
25 24.70 30.87 39.51 27.50 34.37 44.00 
30 27.37 34.21 43.79 30. 48 38.10 48.77 
35.... 30.94 38.68 49.51 34.46 43.07 55.14 
40 . 35.76 44.70 57.22 39.82 49.78 63.72 
45 41.94 52.43 67.11 46.71 58.38 74.74 
50 49.63 62.04 79.41 55.27 69.09 88.43 
55 59.16 73.95 94.66 65.88 82.36 105.41 


The charge for each $1,000 of acci- 
dental death indemnity in addition to 
rate quoted is $2 for classes A and B 
and $3.50 for classes C and D. 


Missouri Fraternals to Meet 


J. F. Holland, deputy Missouri super- 
intendent of insurance, was one of 
the principal speakers at the annual 
meeting of the Missouri Fraternal Con- 
gress in St. Louis Nov. 13-14. Lieut. 
Gov. Graybill of Kansas was to speak at 
the banquet. He is grand master work- 
man of the A. O. U. W. in Kansas. 
Among the chief topics which were up 
for discussion was junior insurance, a 
new development in the fraternal insur- 
ance field. It is reported that the junior 
departments of the various fraternal so- 
cieties of the country now carry insur- 
ance on 950,000 children. These bodies 
in addition now claim more than 10,000,- 
000 adult members with a grand total 
of approximately $10,000,000,000 of in- 
surance in force. 


To Dine Union Central Officials 


Dr. William Muhlberg, chief medical 
director, and Jerome Clark, superinten- 
dent of agencies of the Union Central 
Life, will be the guests of honor at 
Washington, D. C., Nov. 19 at a lunch- 
eon given by E. S. Brashers, general 
agent. 








What Interests Life Insurance Men? 








If popularity can be gauged from the 
demand for books on life insurance sub- 
jects by representatives of the Connec- 
ticut Mutual, it would appear that busi- 
ness insurance is at the present time 
having more attention than any other 
one subject, especially in view of the 
fact that one book on that topic has re- 
ceived practically one-third more orders 
than any other volume. 

A book on the economics of life in- 
surance and one devoted to the trust 
angle of life insurance follow closely 
the business insurance books in number 
of requests received. Next in line to 





receive favorable attention are books 
dealing with psychological aspects of the 
selling process. 

In the trade journal field, magazines 
giving data as to policies, rates, and 
other technical information are proving 
popular, although both the news and 
salesmanship magazines run a close sec- 
ond. 

Among other interesting facts brought 
out is the growing popularity of maga- 
zines dealing with trust companies and 
their activities, indicative of the growing 
intimacy and cooperation between trust 
companies and life insurance men. 





Attorney Handles Phases of 
Life Insurance and Trusts 


SUBJECTS TREATED IN TALK 


Robert Dechert, Counsel for the Penn 
Mutual Life, Speaks in Series 
of Lectures 


At the second of the Penn Mutual 
Life lectures on life insurance and busi- 
ness relationship under the auspices of 
the John A. Stevenson agency of Phila- 
delphia, Robert Dechert, counsel for the 
company, was the speaker. His address 
was supplemented by 
sel Herbert Adam. 

The detailed completeness with which 
the joint service of the banks and the 
life companies, in respect to life insur- 
ance, is being treated in this series is 
indicated by the subtitles of Mr. Dech- 
ert’s address. The layman would be 
surprised if he realized the breadth of 
information necessary for either life un- 
derwriters or trust company officials 
efficiently to meet his problem. Mr, 
Dechert in his exposition treated the 
following: 

Subjects Discussed 


Kinds of business organizations; char- 
acteristics of relation of principal and 
agent; sole proprietorships; partner- 
ships; corporations. Under the heading 
of partnerships the fundamental law and 
Pennsylvania modifications of the law 
of partnerships were discussed, and the 
difference between limited partnerships 
and regular partnerships was shown, 
affording what are technically known 
as “joint ventures.” Every known ap- 
plication of life insurance to partnership 
heeds, whether simple or complex, was 
illustrated. In expounding the law of 
corporations and describing their struc- 
tures, Mr. Dechert covered five ‘heads: 
Limitation of stockholders’ liability; 
granting of charter by the state; 
transferability of shares; existence per- 
petual or limited; and a corporation con- 
sidered as an entity distinct from its 
members. The modern joint stock com- 
pany was described as “a common law 
partnership, composed usually of a large 
number of members, to which some 
(but not all) of the attributes of a cor- 
poration have been given.’ 

The business trust, known also as the 
“Massachusetts trust,” was explained by 
Mr. Dechert, and he devoted consider- 
able time to the close corporation, which 
has only a few owners—frequentl) 
members of a single family. 

“Life insurance,” said Mr. Dechert 
“may be used by corporations to pro- 
tect from loss on death of officer of 
valuable employe, as a basis for credit 
to provide protection for a_ particular 
loan, and to aid in liquidation, after 
death, of interest of stockholders in 4 
close corporation.” Mr. Dechert advo 
cated payment of corporation insuranct 
through a trustee, except in simple 
cases. The trustee enforces the transfer 
of the stock to the survivors, and carry- 
ing out of the other terms of agreement 
made when the life insurance was | 
sued. 

Dr. S. S. Huebner of the Universit 
of Pennsylvania will be the lecturer at 
the third meeting. His subject is “Cor- 
poration Finance and Life Insurance. 


Temporary Injunction Stayed 


SPRINGFIELD, ILL. Nov. 13- 
Chief Justice F. K. Dunn, of the Iino’ 
supreme court has issued an order stay- 
ing the temporary injunction obtaine 
in the circuit court of Washington 
county which restrained the head cam 
of the Modern Woodmen from collect 
ing advanced rates. The order also 
rects the court to show cause why 
writ of prohibition should not be he 
to prevent the lower court from taking 
jurisdiction of the case. 
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LIFE INSURANCE COURSES 


[wo lecture courses in life insurance 


are offered by the Insurance Society of 
New York. The first year course is a 
gener | one introducing the major prin- 


iples and practices of life insurance. It 
wi vill be given Fridays from 5 to 6 p. m. 


at the Insurance Society rooms, 100 
William street, and will be in charge of 
Max C. Fisher of the agency instruction 
division of the Metropolitan Life. 

The advanced course will be at the 
same time at 85 John street. Lecturers 
will include Joseph B. Maclean, asso- 


ciate actuary, Mutual Life of New York; 
Walter G. Bowerman, assistant actuary, 
New York Life; John S. Thompson, 
vice-president Mutual Benefit Life; Ru- 
dolph C. Neuendorffer, secretary Guar- 
dian Life; Samuel Miligan, third vice- 
president Metropolitan Life; Nelson B. 
Hadley, chief examiner life companies 
New York insurance department; Harry 
C. Bates, assistant general counsel Met- 
ropolitan Life; Henry Moir, president 
United States Life; James D. Craig, ac- 
tuary Metropolitan Life. 

The courses will include lectures, 
reading references and examinations. 
The fee is $7.50 to members and $12.50 
to non-members. Some companies 
make a practice of refunding this to their 
representatives who complete the course. 


Mr. Neuendorffer is chairman of the 
committee in charge. In addition to Mr. 
Craig and Mr. Hadley the committee 


also includes Ray D. Murphy, vice-pres- 

ident Equitable Life of New York, and 

Edwin W. Kopf, assistant statistician 

Metropolitan Life. 
a 

MYRICK SHOWS INCREASE 


An increase in paid-for business for 
last month over October, 1929, is shown 
by the report of Julian S. Myrick, man- 
ager in New York for the Mutual Life 
of New York. His office paid for $3,- 
253,500 as against $3,149,150 for October 
of last year. For the year to date busi- 
ness amounted to $36,912,811 as com- 
pared with $40,473,957 for the same pe- 
riod last year. 

e » 
KEFFER HITS FINE 

R. H. Keffer, general agent of the 
Aetna Life in New York, has reported 
that his office paid for $2,513,130 last 
month, with a total of paid-for busi- 
ness for the first ten months of the year 
of $29,936,048. 

* * « 
NEW YORK CITY BROKERAGE 


STRIDE 


That life insurance, in times like these, 
must be sold and sold hard is the ap- 
parent explanation of the decline in New 
York City brokerage business, that is. 
business which comes to agencies from 
sources other than their own full-time 
men. 

Most brokers are in the general in- 
surance business and are not accustomed 


to working under pressure, as is the 
case with the full-time life underwriter. 
With the latter, when times are hard, 
he puts on more pressure and keeps up 
to his quota or exceeds it. 

The broker’s mode of doing business 
on the other hand, doesn’t lend itself to 


the s imple process of turning on more 


steam. The change would require a 
complete change in his procedure. 
Right now he is having problems enough 
with his general insurance business 
without trying to study and adopt the 


aggressive business getting methods of 
the more successful life insurance agents. 
While the vast majority of prospects 


are just as well able to buy life insur- 
ance and just as much or perhaps more 
in need of it than before, they are not 
in tl > buying mood and it takes more 
to convince them of their need than it 
did when it was merely a matter of say- 


“You need another 
and getting “O. 


ing to Mr. Prospect, 
$50,000 of insurance,” 
K.” for an answer. 
While many brokers have been favor- 
ing selling life insurance because of the 





large and immediate cash return, the fact 
that they are not in the life insurance 
atmosphere to the same extent as the 
full-time life man keeps them from mak- 
ing the favorable showing that has re- 
warded the latter’s efforts in spite of 
the depression in most lines. 

With the competition of profession- 
ally trained, alert full time men, it is 
becoming increasingly difficult to sell life 
insurance successfully without a consid- 


erable amount of study and _ exact 
knowledge. To attempt to acquire these 
means concentration and consequent 


neglect of other business, which in the 
case of the general broker would mean 
his general insurance business, and this 
he cannot afford to do to any extent. 

Very recently brokerage business has 
been increasing, apparently a hopeful 
sign for business in general, as this line 
seems to be a better barometer of gen- 
eral business conditions than life busi- 
ness considered as a whole. 

eo 
DR. SCHOLZ GIVES A TALK 


Vice-President Hart of the Penn Mu- 
tual last week in New York City pre- 








sented the company’s new medical di- 
rector, Dr. S. B. Scholz, Jr., to the gen- 
eral agents of New York and nearby 


cities. Dr. Scholz gave an informative 
address on “Life Underwriting Prob- 
lems of Today.” 


The New York general agents attend- 


ing were D. B. Adler, J. Eckenrode, 
R. G. Engelsman, M. E. Goulden, J. 
Elliott Hall, E. G. McWilliam, Ben 


Hyde and H. R. Vermilye. 

Out-of-town general agents were: H. 
W. Albright, Albany; H. J. Johnson, 
Pittsburgh; Manuel Camps, Jr., Provi- 
dence; R, T. Curtis, New Haven; A. M. 
Hopkins, Jr., manager, Nashville; J. T. 
Haviland, Newark; J. G. Sidenglanz, 
Trenton. 

Other guests were C. F. McCord, a 
trustee of the company; W. J. Rooney, 
of New York, formerly of Rooney & 
Vermilye, general agents in New York, 
and Osborne Bethea and E. H. Norene, 
of the educational staff of the Penn Mu- 
tual. 

* * * 
JOHN GORDON IS LEADING 


Although in existence only since 
March, the John J. Gordon agency rep- 
resenting the Home Life, led all agen- 
cies of the company in paid-for business 


in October. Mr. Gordon’s achievement 
closely parallels his feat in Chicago, 
where in the fifth month of his man- 





Home Life 
and held 


the 
month 
year. 


agership his agency of 
led all others for the 
second place for the 
* * * 

AGENCY MEETING WITH SUCCESS 
The recently opened Borough Hall 
ordinary agency of the Prudential at 185 
Montague street, Brooklyn, is starting 
out well, 
Daniel J. Quinn is manager and John 
*, O'Rourke has been appointed assist- 
ant manager in charge of brokerage. 
Mr. O’Rourke has established himself 
with brokers and surplus writers by his 
willing cooperation in helping solve 
their many problems. He was tormerly 


with the Harry F. Gray agency of the 
Connecticut Mutual. 
S &..s 
LIFE COURSE STARTS NOV. 14 


insurance course which is to 
be given by the Insurance Society of 
New York this winter starts on Nov. 
14. Max C. Fisher, supervisor of the 
agency department of the Metropolitan, 
will give the lectures in part 1 and a 
number of prominent life insurance men 
will give individual lectures in part 2. 


The life 


J. P. Licklider, advertising manager 
and director of sales research for the 
Missouri State Life, gave an address be- 
fore the Advertising Club of Pittsburgh 
last week. 








A COMPLETE POLICY SERVICE 


The Royal Union Life Insurance Company offers a full and complete 
line of policies to answer every agency need: 











Women 











Royal Union Life Building 
Cor, Seventh and Grand Ave 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


Age limits 0 to 60. 


basis with men. 
Non-medical privileges. 
Rapid plan inspection service. 


Juvenile policies with pre- 
mium payor insurance added. 


Group life insurance. 


If you are not now under con- 
tract and are looking for a 
profitable agency connection 
it would pay you to investi- 
gate our proposition. 


accepted on equal 


aR — 
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Eager to improve themselves’ as life 
underwriters and knowing that any offer 
made by the Home Office is worth their 
attention, 364 NWNL representatives — 
many of whom are prominent general 
agents or leading producers, enrolled 
for “The Doorway to Life Underwriting” 
during the first three weeks following its 
announcement. 


To Help Agents 
GET RESULTS 


O life underwriter can 
afford to be baffled by 

his prospect's questions or 
objections when closing a sale, 
nor can one become successful 
in a chosen field without fun- 
damental training — and surely, 
no one knows so much that he cannot learn more. 
It is the aim of Northwestern National to facili- 
tate the work of its representatives, old and new, 
through its new educational course, ‘The Door- 
way to Life Underwriting’. The course is com- 
posed of a series of five compact booklets dealing 
with different phases of the life insurance business. 
Its purpose is two-fold: to help the new agent get 
immediate results from his work in the field; and to 
give the experienced man a review of the fun- 
damentals of life underwriting so that he may 


benefit from them. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsiwent 


STRONG~> Minneapolis Minn. ~ LIBERAL 


The Doorway To Opportunity 





the 1 La Salle Street building. 
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RICHARD H, DORNFELD 


A second agency has been established 
in Chicago by the Guardian Life of New 
York. This new unit will open Dec. 1, 
under the direction of Richard H. Dorn- 
feld as manager. Headquarters will be 
in Suite 2200-04, 100 North La Salle 
Street building. 

Mr. Dornfeld is well known in Chi- 
cago life insurance, where he has suc- 
cessfully engaged for 15 years in per- 
sonal production and more recently as 
assistant manager of the Lustgarten 
agency Equitable of New York, in 
charge of a unit. He operated this unit 
with outstanding success and gained a 
reputation as an organizer and developer 
of high grade agency personnel. 


Supplements Hoffman Agency 


The Guardian has been represented in 
Chicago for many years, its present 
agency operating under Manager George 
Hoffman having recently moved into 
Progress 
of the Hoffman agency is reflected in a 
10 percent increase the first ten months. 

With the addition of the Dornfeld 
agency, the Guardian’s Chicago produc- 
tion will be still further accelerated in 
keeping with the company’s develop- 
ment in other prominent metropolitan 
centers. Thus far in 1930, the Guardian 
has enjoyed an 8 percent increase in 
New York City, Philadelphia and Buffalo 
show 20 percent gains, Los Angeles 17 
percent and St. Paul and Milwaukee 
lead the middle west with large increases. 
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Gibraltar Plans to Expand 





Denver Company Is Now Arranging to 
Take Over the Continental 
Mutual’s Business 





DENVER, Nov. 13.—The Gibraltar 
Life & Accident, which was licensed to 
write life, health and accident insurance 
in Colorado in September, is planning to 
apply for admission to a half dozen 
neighboring states where agency organ- 
izations will be developed, according to 
S. Lester Guinn, president. On qualify- 
ing with the insurance department let- 
ters of congratulation were received by 
Mr. Guinn from Governor W. H. 
Adams, Mayor B, F. Stapleton and 
many prominent business leaders. 

The new company will begin actual 
operations Jan. 1, when it will reinsure 
all the outstanding health and accident 
insurance of the Continental Mutual 
which has been built up by Mr. Guinn 
and his associates. A meeting of the 
policyholders of the Continental has 
been called for Nov. 22 to approve the 





change. The new company will take 
over the policyholders from its predeces- 
sor, with an annual premium income of 


$100,000. Operation of the life end of 
the business will be deferred a iew 
months. 

The capital stock of the Gibraltar 


Life & Accident is fully subscribed and 
paid in, and is held by the Gibraltar Life 
& Accident Underwriting Co., whose 
assets total $400,000. 

Other officers of the Gibraltar Life & 
Accident are: W. H. Watlington, chair- 
man of the board and actuary; W. J. 
McGettigan and J. W. Sherman, vice. 
president; N. B. McBroom, secretary; 
Paul J. Connor, medical director, and 
Francis J. Knauss, general counsel. 


Takes Pre Sexe ed National 


Fremont Mutual of Cleveland With F. 
A. Draper President Will Even- 
tually Be Old Line Company 








CLEVELAND, Nov. 13.—The direc- 
tors and stockholders of the Preferred 
National Life have decided to change 
their plans to some extent. The finan- 
cial situation has interfered with the 
completion of the organization. The 
number of new subscriptions necessary 
to replace those not completed by rea- 
son of financial reverses and the long 
time and difficulty in obtaining the re- 
quired number of small subscriptions 
were deemed sufficient reasons for con- 
serving the funds on hand. 

The plan included the sale with the 
assets of the Preferred National Life 
to the Fremont Mutual which has ar- 
ranged to establish executive offices in 
Cleveland. The Fremont Mutual was 
incorporated in 1911 and is already in 
the field. It is fully equipped with pol- 
icy forms, rate books, literature and 
other records. It will have ample sur- 
plus provided by the funds received 
from the Preferred National. A num- 
ber of agents who had intended to con- 








Selling Plans of Stars 
* 


You who read this know, 
of course, that 

“no” doesn’t always mean 
“et op.” 

But one young subscriber 
wrote us his symptoms 
and we diagnosed 

his trouble as shyness 

in the close. 

So we suggested he 

ask every prospect 

at least 4 times:—‘“can 
you see our doctor 
tomorrow at 10 o’clock?”— 
He wrote: 

“Got one the first crash 
for $2,000—$51 premium. 
And it’s a good thing 
you suggested four times 
or he would still be 

a prospect instead of a 
policyholder. Thank you.” 
A minor point, yes, but 

it has already paid 

this man to invest in 


2 
The Diamond Life Bulletins 


420 E. 4th St., Cincinnati 


Stars Are Made —Not Bon 
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tract with the Preferred National have 
now linked up with the Fremont Mu- 
- Officers Are Chosen 

F. A. Draper, who thas been president 
and actuary of the Fremont Mutual, 
will continue in that capacity. Irving S. 
Hoffman, who is president of the Pre- 
ferred National, becomes vice-president 
of the Fremont Mutual, and C. K. Sei- 
bert, vice-president of the Preferred 
National, becomes secretary and assist- 
ant treasurer of the Fremont Mutual. 


L. H. Webber is elected second vice- 
president and associate counsel, and 
M. E. Meisel is made counsel. The 


directors of the Fremont Mutual will 
consist principally of those heretofore 
active in the affairs of the Preferred 
National. It is contemplated that when 
the assets of the Fremont Mutual meets 
the amount necessary to make the re- 
quired deposit with the Ohio depart- 
ment, it will be changed to a mutual, 
legal reserve company. When the Fre- 
mont Mutual takes this action there will 
be no confusion since no change will be 
made in policies as the rates, values and 
conditions will be the same. 

Mr. Draper prepared the line of legal 
reserve policies for the Preferred Na- 
tional Life. They will be utilized by the 
Fremont Mutual. The executive offices 
of the Fremont Mutual are at 11 Public 
Square, Cleveland. 


Bad Ethics Are 
Roundly Scored 


(CONTINUED FROM PAGE 5) 


shock absorber, take care of bank loans, 
extension of additional credit and so 
forth. He said it is fatal to sell busi- 
ness insurance without a written agree- 
ment between those interested and that 
an agreement to buy or sell an interest 
in the business is usually not sufficient 
as in most cases it does not supply the 
funds to carry it out. 

Mr. Simon pointed out that, small pro- 
ducers need not feel this is a highly 
specialized form which only million dol- 
lar producers can handle, as he said 
survey shows that the average of busi- 
ness policies is about $8,000. Mr. Simon 
is always careful to point out the living 
values to the man whom he is canvass- 
ing and refers to him always as the 
theoretical survivor. 


How He Meets Objections 


Mr. Simon agrees with prospects who 
object that they can borrow the neces- 


sary money at death to buy another's 
interest in the business, but asks if it 
is fair to assume that this will always 
be possible, no matter what the eco- 
nomic conditions. He points out that, 
granting sufficient money always can be 
borrowed, the prospect will be person- 
ally liable to repay it with interest, 
whereas business insurance eliminates 


personal responsibility, the necessity for 
a loan and the cost is less than half the 
interest rate paid on the loan, in addition 
to ing out the indebtedness com- 
piete 

A popular feature of the congress was 
the open forum on business and other 
lorms of insurance conducted by Mr. 
, reported elsewhere in this issue. 
After lunch, State Senator H. C. Kes- 
chairman insurance committee 
; s legislature for ten years, gave a 
humerous talk with: serious highlights, 


pointing out that the country is in a 
critical condition today, the theory of 
economists that business cycles have 


leveled out being contradicted. He 
ther countries, however, also are 
sutiering depression. He mentioned 
codification of the Illinois insurance 
le to be submitted at the next assem- 


Makes Hit 


\ diverting feature was the talk of 
M: Crandall, Norwich, Conn., spe- 
Clal agent New England Mutual, a big 
Producer. Mr. Crandall spends most of 
us time traveling throughout the coun- 
try but has maintained continuous app- 
k production for ten years. E. B. 


Crandall 





Thurman, general agent New England 
Mutual in Chicago, who presided jointly 
with Harry T. Wright, Equitable of 
New York, the association president, 
announced that Mr. Crandall had writ- 
ten $41,000 Thursday in 17 applications, 
one for $5,000 in Chicago and the rest in 
his home town by using telegrams. Mr. 
Crandall has a unique sales philosophy. 
Last year he made 98 calls, finding eight 
persons not at home, and wrote 143 
applications for $340,000. His average, 
he says, is 35 applications for every 25 
calls. Recently he stopped off at New 
York, obtained an agent’s license by 10 
o'clock in the morning and had written 
and examined two cases by noon. 

Mr. Thurman substituted for his uncle, 
O. M. Thurman, vice-president Mutual 
Benefit, who was unable to attend. Mr. 
Thurman said whom to see, what to say 
and how to organize time to permit the 
least' amount of lost motion are the three 
principal problems of life agents. He 
stated inquiry of Messrs. Simon, Wright 
and Crandall developed that they con- 
sider prospecting to be at least 80 per- 
cent of their business. 

An interesting conclusion was given 
by the sales demonstration of Prof. R. 
C. Borden, formerly of New York uni- 
versity and now doing special work for 
the Hearst newspapers. Prof. Borden 
gave six sales principles deducted from 
analysis of some 25,000 real life sales 
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interviews conducted for 744 years, and policy was not made payable to the in- 


he and an assistant reenacted some of 
these interviews to illustrate. do’s and 
don'ts. 

The program was well rounded, 


largely due to the efforts of Walt Tower, 
managing director of the association, and 
was received enthusiastically. Almost 
1,000 persons attended. 


Estate Is Not Entitled to 
Proceeds of a Life Policy 


The estate of a husband who mur- 
dered his wife and then committed sui- 
cide has been held by the Illinois su- 
preme court not to be entitled to the 
proceeds of a life policy carried by the 
wife on her life with the husband named 
as beneficiary. 

Accordingly, the court directed that 
the money, which had been paid into 
bill of interpleader, be recovered by 
court by the company when it filed a 
the next of kin of the insured. The case 
was that of Illinois Bankers Life vs. 
James T. Collins, admr., et al., appellees 
(A. C. Helms et al., appellants). 

Explaining that the insured had re- 
served the right to change the bene- 
ficiary, the court said that the husband, 
as beneficiary, had no vested interest in 
the policy in his lifetime and since the 





sured nor to her legal representatives, 
the proceeds were not an asset of her 
estate. 

The public policy of Illinois, the court 
held, as determined by court decisions 
in the absence of a statute is that a 
contract of life insurance should not 
be so construed that a murderer might 
recover under the policy of his victim 
either as beneficiary or as heir. This 
public policy, as the existing law of the 
state, is presumed to be a part of every 
contraet, it was ruled. 


Hearing on Reinsurance Set 


Commissioner Brown of Minnesota 
has fixed Nov. 28 as the date for a hear- 


ing on the petition of the Des Moines 
Life & Annuity to reinsure the business 
of the Travelers Equitable of Minne- 


apolis. 
This deal has been under way for sev- 


eral months. The Travelers Equitable 
has been headed for the past 10 years 
by Gustaf Lindquist, former insurance 


commissioner. At the end of 1929 it had 
$7,000,000 in life insurance in force. Its 
accident and health premiums last year 
were $531,000. 





Stevenson's “Meeting Objections” gives 
tried and proved answers that are good 
ones Order from The National Under- 
writer $1.50. 








The Minnesota Mutual 
is now a 
$200,000,000 Company 


1930 New Business 150% of same 
period 1929 


7th in percentage of growth for 
1929 among Companies over 100 
Million in force 


44 years to reach first 100 mil- 
lion—6 years to reach second 


100 million 


Our Sales Plans Are Working 
May We Tell You About Them? 


The MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul 
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Every Mana Napoleon! 


In one regard, at least, this can 
be: made an absolute reality. 


The next time you hear a pros- 
pect say his “circumstances” 
will not permit him to insure 
adequately, remind him of 
the “Little Corporal’s” 
classic observation. 


“Circumstances!” he 
exclaimed. “I make circum- 
stances!” 


Family providers should “make 
their circumstances” permit of 
life insurance. 


Che Prudential 


Insurance Company of America 


PRUD 
THE 
|ENGTH OF 
BRALT, 





EDWARD D. DUFFIELD, President 


Home Office : Newark, New Jersey 

















BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 
Great Republic Life Building, 756 So. Spring Street 








Los Angeles, California | 





Caldwell Group 
Status in Doubt 


(CONTINUED FROM PAGE 3) 


It has been pointed out that the finan- 
cial difficulty in which Caldwell & Co. 
finds itself has no bearing on the group, 
or its individual units, all of which are 
said to be in excellent and prosperous 
condition. It will merely mean transfer 
of control of the individual unit com- 
panies, or the group as a whole, from 
Caldwell control, to other monied inter- 
ests which have ready cash to invest. 


Financial Agent Fails 


The Bank of Tennessee, of Nashville, 
financial agent for Caldwell & Co., has 
been placed in the hands of a receiver, 
D. D. Robertson, Tennessee superin- 
tendent of banks. In its statement of 
May 19 its total deposits were $12,370,- 
900 and resources $15,867,071. The com- 
mittee which took over Caldwell & Co. 
in a statement claims that it believes 
Caldwell & Co. solvent and with coop- 
eration its affairs will be worked out 
satisfactorily and that the interests of 
all will be conserved and protected. 

President Brown of the BancoKen- 
tucky Company in a statement says that 
Caldwell & Co. is in the same situ- 
ation that has confronted scores of in- 
vestment houses in the country as the 
result of abnormal business conditions. 
It holds millions of dollars’ worth of 
bonds and securities, he said, due to 
commitments which had been made and 
which the company has met. These se- 
curities are perfectly sound, but it is 
impossible to sell them at present at 
anything like their real value. 


NO EFFECT ON MISSOURI STATE 


ST. LOUIS, Nov. 13.—The Caldwell 
& Co. affair will have no effect on the 
Missouri State Life, which at one time 
was controlled by the Caldwell interests. 
At the present time control of the Mis- 
souri State Life is virtually in the hands 
of St. Louis directors. A great part of 
the stock originally held by Rogers 
Caldwell and his associates has been 
sold since last spring. 

The St. Louis directors of the Mis- 
souri State Life are J. Sheppard Smith, 
president of the Mississippi Valley Trust 
Company; F. O. Watts, chairman of the 
board of the First National Bank in St. 
Louis, the largest financial institution 
west of Chicago; Thomas M. Pierce, 
vice-president of the Terminal Railroad 
Association of St. Louis; E. D. Nims, 
chairman of the board of the South- 
western Bell Telephone Company, and 
Hillsman Taylor, president of the Mis- 
souri State Life. 


Examination KReveals Strength 


President Taylor has announced that 
the Caldwell situation will have no bear- 
ing on the Missouri State Life. As is 
known, the recent convention examina- 
tion of the Missouri State Life revealed 
the big St. Louis company was in sound 
condition and that it had effectively 
combatted the adverse general condi- 
tions that have prevailed throughout the 
country the past few years, its funda- 
mental condition having shown decided 
improvement since the prior convention 
examination. 

Rogers Caldwell and his associates 
five years ago purchased control of the 
Missouri State Life from a group of St. 
Louisans headed by M. E. Singleton, 
former president. Later Caldwell and 
his group placed much of their stock on 
the market and have been gradually dis- 
posing of it at a profit. At the present 
time the actual stock holdings of Cald- 
well & Co. in the Missouri State Life is 
very negligible. 

It was reported last June that Rogers 
Caldwell and William R. Daly of Otis 
& Co., Cleveland, contemplated the or- 
ganization of a holding corporation fer 
insurance companies to be capitalized 
for $250,000,000 to take over the insur- 
ance holdings of Caldwell & Co. and 
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associated groups. However, this plan 
was never consummated. 


SOUTHWESTERN NOT AFFECTED 


DALLAS, TEX., Nov. 13.—The 
Southwestern Life will be in no way 
affected, so far as stability is concerned, 
in the financial tangle of Caldwell & 
Co., the Texas insurance department 
states. The department says the South- 
western is safe and sound and that it 
participated in the examination of the 
Missouri State Life, which owns it, 
some time ago and found it sound a; a 
dollar. 


CALDWELL SILENT 


NASHVILLE, TENN., Nov. 15.— 
When interviewed for THe Nationa. 
UnpverwritTEr, Rogers Caldwell, through 
his private secretary, said that they had 
nothing to say in regard to the future 
of the Missouri State Life or any other 
insurance holdings at present. 

The November business letter issues 
monthly by Caldwell & Co., was in gen- 
eral optimistic, however, it contained one 
paragraph that seemed to forecast its 
difficulties. It read in part as follows 
“The effort to bring about prosperity 
through sunshine talk has failed. It has 
failed because our business depression is 
real—not psychological. Prosperity can- 
not be made by pleasant conversation 
It cannot be brought about by telling 
our neighbor that everything is all 
right.” 


Valuable Business Cover 


Pointers Given by Simon 
(CONTINUED FROM PAGE 3) 


ness with a joint bank account and a 
50-50 interest but not a partnership. Mr. 
Simon suggested that if there is no writ- 
ten agreement the life insurance man 
should point out that if one partner dies 
the question of the division of assets 
and paying off of decedent’s interest 
rests largely on testimony of the sur- 
viving partner. He said the court will 
ask for a written agreement and if 
one does not exist the law will re- 
quire that the survivor's testimony be 
accepted as fact. Mr. Simon in such 
cases asks if it is fair to the family of 
the deceased not to have a written agree- 
ment. 

When prospects exhibit interest in 
term insurance Mr. Simon points out 
that a survey shows that a great deal of 
term insurance expires at the end of 
the term without any death claims and 
no benefits. He asks the prospect if he 
wants to group himself in that class. 

In the case of a young and an old 
man involved in the business insurance 
agreement, Mr. Simon recommends their 
paying equal amounts into a poo! from 
which the premiums are paid, thus equal- 
izing the disparity in premiums because 
of difference in ages. 


Prudential’s Claim Payments 
During First Nine Months 





The Prudential between Jan. 1 aad 
Oct. 1 paid in death claims $36,535,774 
to industrial policyholders and $2,603,543 
accidental death benefits. It paid in dis- 
ability benefits $1,130,464. On ordinary 
policies it paid $41,294,209 in death 
claims, $188,828 mortuary dividends, $1,- 
525,480 accidental benefits, $3,172,197 
disability benefits. In addition it paid 
under intermediate monthly premium 
policies death claims $2,865,882, accident 
benefits $383,584, disability benefits $28,- 
785. Since it commenced business the 
Prudential has paid in claims more than 
$1,156,000,000, 


Interstate Life & Accident Meeting 


The Interstate Life & Accident oi 
Chattanooga, Tenn., held its agency 
meeting at Biloxi last week. President 
J. W. Johnson, Vice-President J. W. 
Blevins, Secretary J. R. Leal and other 
officials and heads of departments were 
present. 
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Elections Cause 
Radical Changes 


(CONTINUED FROM PAGE 3) 
Gov. C. C. Young and election of James 
Rolph, Jr., as governor, Forrest Mitchell, 
present Commissioner, was appointed for 
a four-year term, taking office in March, 
1929, and present indications are that 
he will serve out the term, or until 
March, 1933. 

Livingston Appears Secure 


Besides assuring the retention of Com- 
missioner Livington, election of W. M. 
Brucker as Michigan’s governor, has 
idditional significance to insurance. He 
is expected to support a_ proposed 
broadening of the workmen’s compen- 
sation law by the 1931 legislature, hav- 
ing pledged himself to ask the legisla- 
ture to include occupational diseases and 
injuries. He also promised that he 
would seek an old age pension law, a 
matter now being studied by a special 
commission which is expected to submit 
a favorable report. The plan has been a 
pet project of the Fraternal Order of 
Eagles and the head of that order in 
Michigan is chairman of the commis- 
sion. The new governor is quite likely 
to support any changes in insurance 
laws sponsored by the department as he 
and Commissioner Livingston are on ex- 
cellent terms. 

Independent control of both branches 
of the North Dakota legislature was es- 
tablished in the election Tuesday. S. 
\. Olsness continues in the office of 
insurance commissioner. 


Upset Oceurs in Oregon 


Election of Julius Meier as governor 
of Oregon means numerous changes in 
the insurance department. No successor 
to Clare A. Lee has been named. There 
is a possibility compulsory automobile 
liability will be pushed, but the insur- 
ance Union is expected to fight it. 

Dean W. L. Cross of Yale University, 
Democratic governor-elect of Connecti- 
cut, will have the appointment of an 
insurance commissioner when the four- 
year term of Howard P. Dunham ex- 
pires next July. That he will reappoint 
Col. Dunham is not believed likely, as 
the latter is a Republican and was named 
to succeed Burton Mansfield of New 
Haven, a Democratic official who served 
three terms, from 1911 to 1923. Col. 
Dunham was appointed by Gov. Tem- 
pleton in 1923 and is completing his sec- 
ond term. 

Murray Has Best Chance 


Speculation over the post of insurance 
commissioner in Pennsylvania following 
election of Gifford Pinchot as governor 
has boiled down to three men, James 
Murray, Pitts burgh, Gus Dette and J. 
Dallas Smith of Philadelphia. Mr. Mur- 
ray Ss appointment is looked on as the 
most logical, if an insurance man is to 
be selected. He has been prominent in 
msurance for many years as head of 
James A. Murray & Sons, general in- 
surance agency, has been mentioned be- 
lore as a candidate for the commission- 
er’s office and is a leader and former 
president of the Insurance Federation. 
He is popular with insurance men. What 
is more important, it is understood he 
has friends among political powers in 
Pittsburgh, which city was largely re- 
sponsible for Mr. Pinchot’s election. 

Taggart Appears Out 


lwo men, it is said, are definitely out 
ot the picture, Matthew C. Taggart and 
Einar Barfod. Mr. Taggart is now 
commissioner, and, although the Penn- 
Sylvania Association of Insurance 
\gents is working for his reappoint- 
nent, political advices declare that he 
will not even be considered. Mr. Bar- 


lod was commissioner under Governor 
Pinchot in his previous term, and was 
supposed to have had the inside track, 
but publication of this report is said to 


ha caused such a backfire that his 


was immediately scratched. 
_./ackson Cochrane and Theodore 
rhulemeyer, insurance commissioners of 
Colorado and Wyoming, respectively, 
will hold office at least another term, it 
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The Northwestern National Life held its agency convention 2 
Here are some of the officers strolling along the famous board walk. 


from left to right: George W. Wells, Jr., secretary; 
dent and medical director; O. J. Arnold, president; 


tor, and J. Stewart Hale, actuary. 


is predicted there. The officials have 
been serving under governors, both of 
whom have been reelected. Commis- 
sioner Cochrane is probably the only 
one in the United States holding office 
under civil service, which doubtless 
would make his position secure in any 
event. 
Nebraska Change Imminent 


Lloyd Dort, Nebraska commissioner, 
expects to step out of office with the 
inauguration of Gov. C. W. Bryan, al- 
though it is believed that Mr. Bryan 
will wait, as he did when he was gover- 
nor in 1923, to see what the legislature 
does with his plan to abolish the civil 
administrative code under which the in- 
surance bureau is assigned to the de- 
partment of trade and commerce, be- 
fore he makes permanent changes. Mr. 
Dort says his term of office automat- 
ically ends with the term of Gov. 
Weaver and he expects to reenter the 
practice of law in Lincoln. 

Nebraska insurance men are con- 


cerned over the future of the depart- | 


ment. Governor Weaver was the first 
to whom they succeeded in selling the 
importance of the insurance business, 
and for the first time in years a full 
time actuary was employed. They fear 
that Gov. Bryan, in his effort to make 
good on his pledge to reduce taxes again 
will reduce the bureau to a mere ap- 
pendage to the other department. When 
Mr. Bryan was in office before he made 
the secretary of the department of trade 
and commerce putative head of the in- 
surance bureau, but he, a banker, relied 
entirely on Mrs. Mary A. Fairchild, chief 
clerk for years, who still holds that 
position. 
New Day in Alabama 


A change in persoanel of the Alabama 
insurance department and a better day 
for the insurance business are foreseen 
by members of the profession as a re- 
sult of the election of Judge B. M. Mil- 
ler as governor. His platform was ac- 
ceptable to insurance men and he re- 
peatedly stated that he would under- 
take a house cleaning. Commissioner 
Thigpen was not an insurance man 
when he took over his office, his ap- 
pointment was of a political nature and 
was declared to be without sanction of 
the Alabama Association of Insurance 
Agents. Judge Miller stated that he 


x H. W. Cook, 
*, Grantges, agency direc- 


would consult the agents’ 
Thigpen’s term ends 


| Through efforts of the as- 
was passed but el 


Judge Miller in a letter to 


against an jp Rey in the t 
ance ee miums as was attempted at the 


Hobbs Wins in 


Hobbs was reelected by almost the 
mal Republican majority. 





“fight on gene of Ba Meese of 
he employed a pea 
manager to tow & his campaign, 





insurance oo of the New Eng- 


( ommissioner “Bro wn was only recently 
which will not expire until 
is not expected there 


the re is prospect of a de- 
cided controversy as to the place of the 
insurance department in the 


He is a banking man and is head 
insurance-banking de- 


fied with the arrangement and feel that 
there is need for a separate department. 
made in the next legis- 


"ie Ww Neveast Pra is a tea a head to 
its insurance department in view of the 
recent promotion of | sulli f 
insurance to banking commissioner. T 
popularity of Mr. Sulli i 





Make Thirteen Sales to 
One Man in Eleven Years 





In emphasizing the importance 
of cultivating old policyholders, 
the Inter-Southern Life of Louis- 
ville quotes the experience of V. 
O. Duffin and J. Marvin Tucker, 
partners in the home office branch. 
These partners have made 13 sep- 
arate sales to one old policyholder 
over a period of 11 years. He has 
purchased from Duffin & Tucker 
a total of $60,000 of insurance. 

“The satisfied policyholder 
knows the value of insurance pro- 
tection,” the Inter-Southern ob- 
serves. “He is always glad to 
hear about new developments for 
meeting requirements through life 
insurance. He is always glad to 
see his agent; he is usually will- 
ing and pleased to give his agent 
the names of friends or acquaint- 
ances who are likely prospects for 
additional protection.” 











Enthusiasm, Planning, Hard 
Work, Schwab’s Formula 


The Indianapolis Life is proud of the 
record of its leading producer, Julian 
W. Schwab. For three consecutive 
years Mr. Schwab has been in the ranks 
of the million dollar producers, an ac- 
complishment which entitles him to life 
membership in the million dollar round 
table of the National Association of Life 
Underwriters. 

Mr. Schwab attributes his success to 
enthusiasm, planning and hard work. 
“No man,” Mr. Schwab declares, “can 
hope to succeed in a big way in selling 
insurance unless his heart is in it. He 
must be definitely sold on the proposi- 
tion that no other type of endeavor has 
as strong an appeal to him; that he is 
ready to put his entire time and energy 
in securing an absorbing knowledge of 
his product, to the end that his prepa- 
ration will be adequate.” Careful plan- 
ning for each day in order to eliminate 
lost motion is indispensable, according 
to Mr. Schwab. Lack of daily plan- 
ning, he points out, breeds a type of 
lethargy which is usually the forerun- 
ner of discouragement and disappoint- 
ment, 


commissioner has led to talk of combin- 
ing the insurance and banking depart- 
ments and retaining Mr. Sullivan as 
head of both, but insurance men are 
strongly opposed. The state agents’ associa- 
tion last week went on record against this 
move No successor to Mr. Sullivan 
has been named and it may be that the 
office will be left vacant for the incom 
ing governor to fill. 
Rhode Island Situation 


Rhode Island is in the midst of a 
movement to reduce the number of de- 
partments and combine the insurance, 
auditing and banking departments, Com- 
missioner Wilbour of the insurance and 
auditing department was reappointed for 
a three-year term in January. The 
Rhode Island Association of Insurance 
Agents is active in opposing any change 
in department lineups. 

In Maine Commissioner Spencer has 
given complete satisfaction and while 
his term will expire in May, next year, 
it is not expected there will be any 
change 

No changes are expected in the Ar- 
kansas insurance department. The for- 
mer administration was retained and it 
is expected that the present commis- 
sioner will continue. 

There probably will be no change in 
the South Carolina insurance depart- 
ment or its policies. It is said the de- 
partment will not be affected by the 
election. 





THE 





NATIONAL UNDERWRITER 








November 14, 1930 























THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 





PERSONAL SIDE OF BUSINESS | 





York. EDWARD 


Cincinnati and New Y 


GEMUT 


CINCINNATI OFFICE, 420 E. Fourth St., 


NEW YORK OFFICE 


80 Maiden Lane, Tel. John 1032 
GEORGE A. WATSON, Asseciate Editor 





1517 First National Bank Building 
R. J. McGEHEAN., Resident Manager 
NEW ENGLAND OFFICE 


42 Clinton Ave., E. Weymouth, Mass. 
J. M. DEMPSEY, Resident Manager 


Published every Friday by THE NATIONAL UNDERWRITER COMPANY, Dicom. 
WOHLGEMUTH, President; JOHN F. WO! 
H, Secretary; HOWARD J. B IRRI DGE, Vice-President and General Manager; 


NORA VINCENT PAUL, Vice-President; WILLIAM A. SCANLON, 
GEORGE C. ROEDING and O. E. SCHWAR 
M. CARTWRIGHT, Managing Editor 
LEVERING CARTWRIGHT, Ass't Managing 
ANK A. POST, Associate Editor 
CHARLES D. SPENCER, Associate Editor 
DALE R. SCHILLING, Associate Editor 


PUBLICATION OFFICE, A1946 tonmoenes | - eng e, CHICAGO. Teeghene Wabash 2704 
ABNER THORP, JR., heen Life ALL. Service Dept. 


SOUTHEASTERN OFFICE—ATLANTA, GA. 


-Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March 3, 1879 


TZ, Associate Managers 


RALPH E. RICHMAN, Manager. 


lain 5781 


DES MOINES OFFICE 
43 Tien’ Bidg., Tel. 4-8712 
R. E. EATH, Resident Manager 


SAN FRANCISCO OFFICE 
105 Mon eet, Room 90) 
el. Kearny 3054, 


FRANK W. BLAND, Resident Manager 
ILADELPHIA OFFICE 


PH 
412 tend ~. Bidg., Tel. Rittenhouse 3654 
W.j.3 MYTH 1 Resident Manager 








Sub: tion Price $3.00 a year; in Canada, $4.00 a year. 
In Cont eh The National Underwriter Fire and Casualty, $5.50 a year; Canada $7.50 


Single Copies 15 cents. 

















| euibee Audit Daven of Circulations 

















Dealing With Unlicensed Companies. 


INSURANCE COMMISSIONER PortTeER of 
Montana at the last session of the annual 
meeting of the Nationat CONVENTION OF 
INSURANCE COMMISSIONERS Called atten- 
tion to the growing practice of unlicensed 
companies operating in a state by mail, 
using the radio or advertising in papers 
published outside of the state that circulate 
in the state. 

One of the most perplexing problems 
before insurance commissioners is the unli- 
censed company practice. Just recently 
Commissioner DuNHAM of Connecticut 
warned the citizens of his state against 
dealing with concerns of this type. He 
contends that it should be evident that any 


company which has failed to obtain 
a license from the department, or 
which has failed to apply for one, 


is not a company to merit confidence and 
trust. calls at- 
tention to the fact that in case of a dispute 
over a claim or any other matter that may 
arise there can be no redress whatever so 
far as the state department is concerned. 
The policies of such concerns are unen- 


Commissioner DUNHAM 


forcible in the state where they are not 
licensed. Therefore, the resident of a 
state would have to bring suit in the home 
state of the unlicensed company. 

Most of these companies advertise lower 
rates but when their coverage is analyzed 
it is found that it is more limited than that 
of regularly licensed companies. 

It would seem to us that the West Vir- 
ginia comprehensive enough to 
check this practice. In that state the in- 
surance commissioner has jurisdiction over 
the home companies and if they are operat- 
ing in other states without a license he can 
call a halt. As a matter of fact the West 
Virginia department has not used its pre- 
rogative because other states do not have 
such laws and unlicensed companies roam 
through West Virginia. Many commis- 
sioners by the use of their discretionary 
power could bring tremendous influence on 
companies in their states that belong to 
the great unwashed and are not willing 
to comply with the laws of other states 
but operate as snipers and 
pirates. 


law is 


instead 


Walter Webb Hits ‘‘Blind Buying’’ 


Wess, executive  vice- 
president NATIONAL Lire, U. S. A., at 
the meeting of the ILLtnors AssocIATION 
or INSURANCE AGENTS decried what might 
be called “blind buying.” By that he 
meant yielding to the suggestion made 


Wat.ter E. 


from some quarters that people should 
whether they want them 
other words, go out and 
This suggestion 


buy articles 
or not. In 
spend your money. 
is being put out here and there and Mr. 
Wess it decidedly unwise and 
fallacious He said it is 
just as ridiculous to buy things that are 


not needed as it was to purchase stocks 


considers 
economically. 


at a tremendously high price from 
money borrowed at a much higher rate 
than the investment was earning. 

Mr. Wess’s idea is that it is time that 
people began to save something, be eco- 
nomical, buy when they need an article, 
invest in a conservative way and get 
business on a solid and normal founda- 

Merely buying something that 
does not need stimulates business 
artificially. It will not last. It is no 
time, in Mr. Wespr’s opinion, to follow 
strange gods of this character. 

In our estimation Mr. Wess’s 


tion. 
one 


rea- 
soning is sound. 


Luck Follows Hard Work 


A WRITER once stated that he believed 
very much in luck. He feels that it has 


become quite a factor in achievement. 
He added, 


however, that the harder he 


worked, the more luck he seemed to 
have. Therefore, industry and perse- 
verance, he finds, seem to attract good 
luck. 














James M. Smither, New Orleans man- 
ager of the Union Central Life, is back 
home from a 4,000-mile automobile tour 
through the Carolinas and into Ohio, 
then back by way of Washington and 
Virginia. In the Old Dominion he and 
Mrs. Smither visited their son in mili- 
tary school. 

Leon A. Triggs, one of Chicago’s 14 
C. L. U. men and general agent of the 
Berkshire Life there, will be one of the 
principal speakers at the teachers’ in- 
stitute of Aurora, Ill., Nov. 25. His 
address will be on “Relationship of Life 
Insurance to Our Economic and Social 
Structures.” It is expected that over 
1,800 teachers will be in attendance at 
this meeting. 


Mrs. Harriet E. Sykes, 68, Milwaukee, 
mother of Dr. Lawrence Sykes, medical 
director of the Connecticut General 
Life, died last week. 


Dr. James C. Clutterbuck of Cleve- 
land, spoke to members of the Kansas 
City Life Underwriters’ Association 
Tuesday on the “Art of Selling Life In- 
surance.” 


Dr. Perry S. Allen, 76, for 36 years 
president of the Presbyterian Ministers’ 
Fund, the first insurance company in 
America, died suddenly Saturday at his 
home in Philadelphia after a sudden at- 
tack of grip. 

Dr. Allen took over the Presbyterian 
Ministers Fund in 1893 and built its 
assets up from $517,000 to $19,000,000; 
the income from $92,000 to $3,639,000, 
and the insurance in force from $2,500,- 
000 to $57,000,000. 


Thomas J. Mohan, field manager 
Eureka-Maryland Assurance, has_ re- 
turned to Baltimore from an extensive 
trip during which he visited Pittsburgh, 
Chicago, Detroit, Lorraine, O., and 
Cleveland. 


Ralph A. Emerson, production mana- 
ger for the Clarence A. Poindexter 
agency of the Northwestern Mutual Life 
in Kansas City, Kan., and Miss Jane 
Poindexter, daughter of Mr. Poindexter, 
were married Nov. 12. 


Mrs. C. D. Mill, wife of the Kansas 
City, Mo., general agent for the New 
England Mutual Life, died last Satur- 
day at the age of 66. Mr. Mill is the 
senior member of Mill, Gentry & Mill, 
and has been general agent for the New 
England Mutual for 45 years. 


W. J. Welsh, one of the most promi- 
nent insurance men of Scranton, Pa., 
has reached his 80th birthday. He went 
to Scranton at the age of 16. In 1879 
he became an agent for the Northwest- 
ern Mutual under J. W. Howell. When 
Mr. Howell removed to San Francisco 
in 1881, Mr. Welsh became general 
agent and served in that capacity for 
31 years. He has been an active figure 
in public life and political affairs, and 
resigned the Northwestern Mutual a 
number of years ago. 

P S. Julienne, agency director of the 
New York Life at Mobile, Ala., is con- 
valescing at Spartanburg, S. C., after 
a very serious illness which has kept 
him confined for several months. He 
is expected to be back on the job by the 
first of the year 


John W. Yates, general agent of the 
Massachusetts Mutual Life at Detroit, 
and his associates attended a farewell 
dinner to Paul Stewart, assistant gen- 
eral agent, on the occasion of his leav- 
ing Detroit ,to assume the general 
agency of the National Life of Vermont 





at Montpelier. H. H. Erwin, one of 








PAUL STEWART 


the senior associates, officiated as toast- 
master. A skit depicting Mr. Stewart's 
first day at Minneapolis, composed by 
four of the members of the agency, was 
given and afforded much amusement. 
A farewell testimonial signed by all the 
agents and associates was presented 
with a personal gift. 

Following the resignation of Elmer §. 
Nelson as superintendent of field service 
of the Pacific Mutual Life, as well as 
superintendent of the school for sales- 
ment and assistant editor of “Pacific 
Mutual News,” Miss G. M. Millar has 
been promoted to fill the vacancy. Miss 
Millar has been with the company since 
1918 and has been secretary to Alired 
G. Hann, actuary, for the past ten years, 


Displayed in the offices of the North- 
western National Life are the portraits 
of three members of the board of direc- 
tors, who were instrumental in placing 
the company on a firm foundation 25 
years age and have served on the board 
ever since. The artist is Robert Ful- 
ton Logan, who is distinguished by hav- 
ing both paintings and etchings bought 
by the French government for the Na- 
tional Luxembourg gallery in Paris. 

The 25-year veterans on the board of 
directors, whose portraits are displayed, 
are C. T. Jaffray, who is also president 
of the Soo Line railway, and chairman 
of the board of the First Bank Stock 
Corporation; F. A. Chamberlain, chair- 
man of the executive committee of the 
First National Bank of Minneapolis, and 
E. W. Decker, president of the North- 
western National Bank of Minneapolis 
and president of the Northwest Bank 
Corporation. 

The Northwestern National has pre- 
pared an interesting brochure on this 


display and has invited many friends 
to view the portraits. 
The field force of the Lincoln Na 


tional Life in the San Francisco bay 
district is holding an agency meeting 
this week to welcome Vice-president 
Walter T. Shepard. Mr. Shepard 
accompanied by Fred W. Gale, wester® 
supervisor. They had previously spent 
a few days in Los Angeles. 


Earl B. Combs, who has been doing 
examining work for the Virginia insur 
ance department for the past year oF 


more, has been promoted to chief ex 
aminer succeeding Joseph P. Baldwin. 
who is now with the Union Life o! 


Joseph Put- 


18 


Richmond, of which Col. 
ton, former insurance commissioner 
president. Mr. Combs joined the de- 
partment as assistant rate clerk several 
years ago. 
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| LIFE AGENCY CHANGES 








Two Managers Are Appointed 





Volunteer State Names Geo. D. Brown 
at Columbia and O. R. Eby 


in Southern Texas 





George D. Brown has been made 
manager of the Volunteer State Life at 
Columbia, S. C. He is a native of the 
state, being born on a farm near Pros- 
perity. He attended Erskine college. 
He was formerly county superintendent 
of education for Newberry county. He 
became an agent for the Missouri State 


Life and in 1895 was made assistant 
manager of the Aetna Life in South 
Carolina. He went with the Pioneer 


Life and then connected with the Volun- 
teer State in 1927 as agency assistant. 
He did agency development work in 
Tennessee and later was transferred to 
Greenville, S. C., as supervisor of the 
Carolinas and Virginias. His office is 
in the National Loan & Exchange Bank 
building at Columbus. 

O. R. Eby has been appointed branch 
ofice manager of the Volunteer State 
Life in southern Texas with headquar- 
ters at Harlingen. Mr. Eby is a native 
of New Albany, Kan. He entered the 
life insurance field in 1895, going with 
the Peoria Life, and later became a gen- 
eral agent. 


Tennessee Is Divided 


The Massachusetts Mutual has di- 
vided Tennessee into four agency terri- 
tories. —Two new agencies were estab- 
lished, one at Chattanooga with G. H. 
Macdonald in charge, and the other at 
Knoxville with Henry W. White, Jr., 
as manager. The Nashville office be- 
comes a separate general agency and is 
in charge of C. H. Potter. These three 
men have been with the company in 
Tennessee for a number of years. T. C. 
Looney, Jr., of Memphis, who has been 
general agent for the entire state, will 
devote his time to development of the 
business in western Tennessee. 








A. Y. Beaupre 


office of the Abraham Lincoln 
it 20 East Jackson boulevard, Chi- 


The 





cago, formerly supervised by the late 
Fred Schmidt, is now in charge of A. Y. 
Beaupre, district manager. Mr. Beaupre 
has had about 15 years of insurance ex- 
perience, the greater part of it with the 
Washington Fidelity National. 





M. L. Fairchild 


M. L. Fairchild, formerly with the 
agency department at the home office of 
the Connecticut General Life, has been 
placed in charge of the company’s gen- 
eral agency at San Francisco, succeed- 
ing J. A. Fiske. 





S. E. Allen 


S. E. Allen, who is appointed general 
agent of the Minnesota Mutual Life of 
Roanoke, Va., was with the Equitable 
of New York for eight years and for the 
last five years was manager at Roanoke. 
Before that he was general secretary of 
the Y. M. C. A. at Kansas City and then 
at Raleigh, N. C. 


G. B. Harper 


G. B. Harper has been appointed as- 
sistant manager of the Kellogg Van 
Winkle agency at Los Angeles of the 
Equitable Life of New York, succeeding 
D. C. Kemp, who becomes manager of 
the F. H. Haviland agency in Chicago. 
He has been with the Van Winkle 
agency since 1925. 








Life Agency Notes 











John Dunn, cashier for the Marmaduke 
Corbyn agency, Oklahoma City, for the 
Central States Life, has been promoted 
to agency organizer. 

* * * 

George Kuhn, with the Kansas City 
Life in Wisconsin for the last eight 
years, has become a member of the firm 
of Parsons, Spargur, Kuhn, Inc., Antigo, 
Wis., of which he is secretary-treasurer. 
It was formerly known as the Parsons 
agency. Mr. Kuhn continues as district 
manager for the Kansas City Life for 16 
counties. 

a Ss 

E. N. Martel has been appointed dis- 
trict manager at McAlester, Okla., for 
the Great Republic Life, according to 
T. L. Sherrill of Oklahoma City, state 
manager. 








EASTERN STATES ACTIVITIES 














Arrange Series of Lectures 


Philadelphia Banks and Trust Com- 
panies Join with Stevenson Agency 
in Constructive Plan 





Cooperation between the banks and 


trust companies of Philadelphia and the 
agents of the John A. Stevenson agency 
of t Penn Mutual was established at 
a meeting there. It was the first of ; 
a series of 11, all to be devoted to busi- 
nes fe insurance, from banking and 
trust company angles and from the 
viewpoint of life insurance. 

Invitations were sent by letter from 
Pre ent Law of the Penn Mutual. In 
the dience of nearly 450 there were 
175 bank and trust company executives, 
many attorneys, several certified public 
accountants, agents in the Stevenson 
age and many members of the home 
itt lepartments. 

Devised by Stevenson 

4 series of conferences was de- 
vised by Mr. Stevenson, in collaboration 
with |. H, Reese, manager of the “In- 
Surance Trust Associates,” which is a 
unit of the Stevenson agency. 

; Mr. Reese was chairman and will 
Nave that function throughout the 
cours President Law welcomed the 
Suests, and expressed the keen interest 





which the executives had in the success 
of the undertaking. Mr. Reese then pre- 
sented Mr. Stevenson, who was the first 
of the scheduled lecturers in the series. 
He described and analyzed the “Busi- 
ness Concept of Life Insurance.” Suc- 
ceeding sessions will have these topics 
and they will have 52 sub-divisions: 
Topics Are Given 


Business Associations and Life Insur- 
ance, Corporation Finance and Life In- 
surance, Credit Principles and Life In- 
surance, Valuation Methods in Business 
Insurance, Taxation and Business In- 
surance, Business Insurance Agree- 
ments, Selling Business Life Insurance, 
lrust and Banking Institutions as Co- 
operators, Summary of Accomplish- 
ments, 

The last meet-ng will be held on 
Wednesday, Jan. 28. As evidence of the 
interest taken by the banking fraternity, 
these prominent Philadelphia financiers 


are among the lecturers: Carl Fen- 
ninger, president Corporate Fiduciaries 
Association of Philadelphia, and vice- 


Provident Trust Company of 
Frank Sayre, vice-presi- 
dent Corporate Fiduciaries Association 
and vice-president Pennsylvania Com- 
pany; S. W. Cousley, vice-president Fi- 
delity-Philadelphia Trust Company, and 
G. T. Stephenson, president trust divi- 
sion American Bankers Association, and 


president 
Philadelphia; 


ee eee 
CAN YOU 
HANDLE MEN? 


If you are an experienced 
life underwriter and can 
secure and manage agents 
we can offer you a most 
attractive general agents 
contract in 


ILLINOIS 
PENNSYLVANIA 
OHIO - - IOWA 

MISSOURI 


If interested write for cities 
in which openings now exist. 


Our six helping points 
which will be explained 
upon request will aid you 
in building up a successful 
general agency. You will 
at all times be given the 
whole-hearted sincere sup- 
port of the Home Office. 


Ambitious men between 
the ages of 28 and 45 who 
desire advancement should 
write in confidence. 


BANKERS LIFE 


INSURANCE COMPANY 
of Nebraska 
HOME OFFICE: LINCOLN, NEBRASKA 
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“The Beginning of Definiteness 
Means the End of Confusion”—Clay Hamlin 









Size oy 
Outfit 
Overall 


934x124 


Capacity of Binder 
1,000 Record Sheets 


PEARED ccccccccesncecesccesssccccesesoseoscese 
BONG  caccescnccacacsacccocesescscncsdose 


CUT HERE—MAIL NOW 


P. G. DALLWIG, INC., ONE LA SALLE ST., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record. 





With the 


DALLWIG RECORD: 


You get started with the right kind of 
Record and eliminate uncertainty and worry 
in your work. 

On account of its Simplicity, Completeness 
and Ready Information on all policies in 
force, including premium due dates, record 
of policy, etc., many lapses are prevented. 








FOR EVERYON E 


For the man who has a limited sum to spend on Insur- 

ance—the most benefit and protection for the least 

money—Endowment at Age 85. 

For the man to whom the idea of paying premiums in old 

age is distasteful—Limited Payment Life. 

For the man who wishes to accumulate a fund which will 

be available to him later—A Full Line of Endowments. 

For the business and professional man—Preferred Risk 

Ordinary Life. 

For the man who wishes his salary continued after his 

death—Monthly Income. 

For the man with children—Educational Endowments 

and Juvenile Insurance. 

For the man who desires Complete Coverage—the policy 

which fits his needs including Double and Triple In- 

demnity, Weekly Accident Indemnity (non-cancellable, 

non-proratable, and unlimitable), and our total and per- 

manent disability provision—all in one policy. 

For the agent who is interested in selling unique and complete 

coverage—this suggestion: Get in touch immediately with 
EUGENE E. REED, Vice-President 


UNITED LIFE 





United Life Building 


Originators of Life and Accident insurance united in one policy. lf 





AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 





President 


INCORPORATED 1895 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. 
POSE BARRY DIETZ 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


Chicago 


WM. J. ALEXANDER 
Secretary 


T. F. BARRY, Founder 








and growth. 





amo Life 


Insurance Compa 
anes, pany 


CP 
GRAHAM DOWDELL, President 


A progressive up-to-date company with a program of expansion 
All Texas is our field. 


The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 


exes. 











vice-president Equitable Trust Com- 
pany, Wilmington, Del. 

Dr. S. S. Huebner will be one of the 
lecturers. Alexander Wall, secretary 
Robert Morris Associates, which is the 
national organization of bank credit ex- 
ecutives, will describe the relation be- 
tween life insurance and credit princi- 
ples. 

The Penn Mutual’s contribution to the 
lectures will be made by these officials: 
John A. Stevenson, Robert Dechert, 
counsel; Joseph H. Reese, manager “In- 
surance Trust Associates”; E. Paul Hut- 
tinger, assistant to the vice-president, 
and Herbert Adam, associate counsel. 


Trusteed N. J. Life Policies 
Total Nearly $80,000,000 


NEWARK, Nov. 13.—As the result of 
a questionnaire sent to all banks in New 
Jersey by the New Jersey Bankers As- 
sociation, it was established that life in- 
surance policies totaling $79,454,762 are 
trusteed with the New Jersey banks re- 
porting. 

Leslie G. McDouall, chairman of the 
committee on trust matters of the New 
Jersey Bankers Association and asso- 
ciate trust officer of the Fidelity Union 
Trust Company of Newark, in comment- 
ing on the results obtained from this 
questionnaire said that in his opinion 
the remarkable thing about this survey 
was not the total of life insurance trust 
business that has been obtained but the 
fact that it has been developed since 
1920, the year the first life insurance 
trust was established in New Jersey. 
Since that date there has been a steady 
increase in new business of this type. 

Mr. McDouall points out in his sum- 
mary that this large sum of trusteed life 











insurance represents the utmost in estate 
creation and protection. With the ex. 
ception of a few banks, Mr. McDouall 
states, there has been little or no effort, 
either through advertising or personal 
solicitation, to obtain this type of busi- 
ness and wherever an effort has been 
made the results have been surprisingly 
good. 

The development of life insurance 
trust movement in New Jersey has been 
since its start one of complete coopera- 
tion between life underwriters and the 
trust men. Throughout there has always 
been shown a spirit of understanding 
between these two proponents of es State 
creation and conservation, and it has 
been largely due to this mutual interest 
that the insurance trust development has 
made such rapid strides. 





Weltz Gets More Territory 


E. A. Hoadley of Williamsport, Pa 
general agent of the National Life of 
Vermont, is retiring. The territory i 
put under supervision of General Man- 
ager E. H. Weltz, Packard building, 
Philadelphia. 





Licensed in New Jersey 
The Franklin Life, Guaranty Life of 
New York, Paul Revere Life and Pa- 
cific States Life have been licensed in 
New Jersey, the latter for accident and 
health only. 





Ring to Address Claim Men 
BOSTON, Nov. 13.—Irving T. F 
Ring, head of the legal department of 
the State Mutual Life of Worcester, 
will address the Boston Life & Accident 
Claim Association at its monthly meet- 
ing Nov. 14 











CENTRAL WESTERN STATES 











Goldman Agency Expanding | 





Changes Are Made to Encourage Life 
Production by General Insurance 
Brokers 





A. Van Goldman, manager ordinary 
department of the Prudential, Chicago, 
is planning to expand his agency and in 
addition intends to concentrate every 
effort in developing outside brokerage 
business. 

Robert A. Cameron, assistant man- 
ager, who has been devoting part of his 
time to brokerage, as of Nov. 1, will 
devote all of his time to developing this 
department. Plans are now under way 
to provide better service for general in- 
surance brokers who are writing life in- 
surance and it is expected by closer 
cooperation they will be in a position to 
render a real service to this class of pro- 
ducers, many of whom have recently 
entered the field of life insurance. 


Sidney Kent Promoted 


In line with this plan Mr. Goldman 
has promoted Sidney A. Kent to assis- 
tant manager in charge of personnel. 
Mr. Kent will spend his entire time de- 
veloping new material and training and 
assisting the present agency staff. He 
has been associated with the Prudential 
for the past seven years and has a fine 
record of production behind him. 

Additional space has been added to 
the present quarters in the Insurance 
Exchange. 





Beard Agency Doing Well 


Ten months ago Robert H. Beard, 
head of the Beard Insurance agency of 
Chicago, became general agent of the 
Philadelphia Life. Today the Beard 
agency stands in first place in produc- 
tion for the first 10 months of 1930 
for the company. On the honor roll 
this month individual producers of the 
Beard agency have six of the first ten 
places. This agency will write approxi- 
mately $5,000,000 in 1930. 





Brokerage Business Is Off 





Chicago Life Offices Report That Out- 
side Offerings Have Declined 
Within Recent Months 





In Chicago life insurance brokerage 
has decreased materially. Companies 
that have gone out very strongly for 
surplus, excess and brokerage business 
say that they notice a very sharp de- 
cline. They attribute this largely to 
the fact that heretofore much business 
has been written by brokers who are 
not life insurance specialists but have 
been able to secure a number of appli 
cations because people had money. As 
one manager put it, life insurance ha: 
been bought rather than sold. It has 
been an easy matter to interest peopl 
in life insurance but now that it is much 
harder to get, it is requiring specialists 
to sell it. Men writing property insur 
ance to a large extent are not bringing 
in the life insurance applications that 
they previously did. 


Mine Claims Rapidly Paid 


The industrial companies were caught 
in the Sunday Creek Coal Company dis 
aster at Millfield, O., where a numbe 
of miners were killed. The Western & 
Southern had 45 claims amounting t 
$41,819. All policies carried double it 
demnity in the Western & Souther 
Vice-President Williams dispatched re 
resentatives at once to the scene of the 
disaster to pay the claims. 


Ohio Code to Be Distributed 


W. E. Benoy, chairman of the O! 
State Bar Association committee on the 
insurance code, has sent to the printe’ 
the draft of the new code. It is & 
pected that printed copies will be reaé 
for distribution within ten days or tw 
weeks, and these may be obtained 
non-members of the Ohio State Ba 
Association for fifty cents each. Chai 


+ 


man Benoy has made the request thé 
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all persons interested in the subject 
sub: nit their criticisms and suggestions 
to him as soon as possible. The com- 
mit! ee, it is said, has endeavored to re- 
arrange, consolidate and restate the 
present laws in clear, concise language. 


Illinois Life Convention 


The annual convention banquet of the 
Illinois state agency organization of the 
Illinois Life is to be held Jan. 3 at the 
Stevens hotel in Chicago. This is the 
famous Green Signal Club. 


Bankers Life « Iowa Rally 


Agents of the Badger Pioneer 
Agency,” the eastern Wi isconsin agency 
of the Bankers Life of Iowa, met in 
Milwaukee. The agents and guests were 
welcomed by Manager F. T. Johnson 
of Milwaukee. Speakers were Wallace 
Darling, manager, Cedar Rapids, Ia.; 
Raleigh Martin, manager Ottumwa, Ia., 
and E. S. Putnam, manager, Chippewa 
Falls, Wis. 

E. H. Manning and E. C. Woepse, 
both of the Milwaukee agency, also 
spoke and in addition there was an ad- 
dress by Roland J. Steinle of Milwaukee. 
\t the close of the meeting agents and 
guests attended the Marquette-Iowa 
football game as guests of Manager 
Johnson. . 


Wants Course at Indianapolis 


Henry Moir, president of the United 
States Life, who has been visiting agen- 
cies in the middle west the past two 
weeks, was in Indianapolis last week. 
Mr. Moir is also president of the Insur- 
ance Institute of America and discussed 
with several persons in Indianapolis 
the possibility of establishing a group 
for study under the direction of the in- 
stitute. Interest has been manifested 
but it has not yet taken form in a defi- 
nite way. W. E. Barton of Indianapolis, 
who has taken the course on surety 
bonds and passed the examinations, is 
interested in seeing others get the bene- 
fit of the institute’s educational program 
and discussed local conditions with Mr. 
Moir. A group of American Central 
Life home office employes also met with 
Mr. Moir and discussed the possibility 
of taking the life insurance course. 


New York Life Course 


An educational course is being con- 
ducted by the New York Life in Chi- 
cago under the guidance of R. E. 
Whitney, inspector of agencies, central 
department. The course will consist of 
18 talks by Chicago and New York Life 
agency men. It is primarily for new 
agents to aid them in getting acquainted 
with the life insurance business. 


Cc. ts “Club Formed 


The Chicago Chapter Chartered Life 
Underwriters has been formally organ- 
wed and officers elected. Thomas G. 
Murrell, manager life department Fred 
». James & Co., is president; Gerard S. 
Brown, New England Mutual, vice- 
president, and Mrs. Z. Z. Brown, Lin- 
coln National Life, secretary-treasurer. 
There are 14 members. The initial ac- 
tivity of the club is organization of a 
class to start early in 1931 to prepare 
underwriters for taking the C. L. U. ex- 
aminations. Eight club members will 
handle the instruction, directed by Mr. 
Brown. The others are: Paul W. Cook, 
Roy L. Davis, Wade Fetzer, Jr., Frank 
C. Hughes, S. A. Cushman, Robert E. 
Olmsted and Mr. Murrell. Alternates 
are E. T. Lothgren, A. R. Houle and 
] C. Windsor. 


Details of ( Course Given 


_Dates, subjects and instructors in the 
C. L. U. review which is to be con- 
ducted the early part of next year under 
the auspices of the newly formed Chi- 
cago Chapter Chartered Life Under- 
Writers for persons desiring to prepare 
tor the C. L. U. examinations, are an- 
nounced this week. They are: Jan. 8- 


LIFE 


“Life Insurance Salesmanship,” | 
Davis; E. T. 
3-Mar. 3, 
Olmsted, 


Feb. 3, 
P. W. Cook and Roy L. 
Lothgren, alternate; Feb. 

“Fundamentals,” Robert E. 
with Wade Fetzer, Jr., alternate; Mar. 
5-Apr. 2, “General Education,” Wade 
Fetzer, Jr.. and Frank C. Hughes, in- 
structors, and A. R. Houle, alternate; 
Apr. 7-Apr. 30, “Commercial and In- 
surance Law,” S. A. Cushman and Roy 
L. Davis, with J. C. Windsor alternate 
and May 5-June 2, “Finance,” Thomas 
G. Murrell and Gerard S. Brown, in- 
structors, and alternates for each other. 


Chipman Agency to Meet 


The Columbus, O., agency of the 
Equitable Life of New York, of which 
H. A. Chipman is manager, will hold 
its annual Thanksgiving convention next 
week. Gov. Myers Y. Cooper, President 
T. I. Parkinson of the Equitable and 
Superintendent Younger will speak. 


Federal Reserve Agents Meet 


President B. F. Bushman, Alex Green, 
vice-president; Frank Hayes, agents’ di- 
rector, and C. L. Huff, supervisor of the 
Federal Reserve Life, attended agency 
gatherings at Decatur and Quincy, IIL. 
last week. 





Broadcasts on Life Insurance 
J. C. McMahon, 


sales supervisor of 
the Federation agency in Chicago, is 
broadcasting a talk on life insurance 
every Saturday night from 5:30 to 5:45 
over station WCFL, the labor station 
at Chicago. 


Gives Lunch for C. L. U. Men 


Solomon S. Smith, president Northern 
Trust Company of Chicago, gave a 
luncheon in the directors’ dining room 
to the 14 C. L. U. graduates of Chicago. 


Holds Conference of Supervisors 


Alexander E. Patterson, general agent 
of the Penn Mutual in Chicago, held an 
all-day conference Monday in Chicago 
with his supervisors from throughout 
the state, lunching at the Union League 
club. 








Missouri Valley 
State News 

















Won’t Review Missouri Case 





Court of Appeals Finding That Agent 
Binds Company on Reinstatement 
to Stand 


The United States Supreme Court has 
declined to review a case involving the 
construction of a Missouri statute (Sec. 
6145, R.S.Mo., 1919) providing that 
solicitors of insurance shall be deemed 


INSUR: ANC -E- E DI TION 














the agents of the company as applied to ' 


an application for reinstatement filled 
out by an agent and signed by the in- 
sured. The case was Bank Savings Life 
vs. Butler, Mo. 214. 

The story behind this litigation is that 
of a wife of an assured, whose policy 
had lapsed. It is alleged that the wife 
called on the solicitor and told him that 
her husband was ill then, but that he 
was not ill at the time the policy lapsed. 





The solicitor filled out the policy, and | 


stated in answer to the question that the 


assured was not ill and had not been} 


under the observation of a physician. 
The premium was paid and the applica- 
tion sent to the company’s office, where 
the policy was reinstated. A few days 
later the assured died as a result of the 
illness narrated by his wife. 

The company denied liability on the 
grounds of alleged false representation. 
The circuit court of appeals for the 
eighth district however upheld the rul- 
ing of the district court in favor of the 
plaintiff on the ground the provisions of 
the statute expressed no limitation on 








Not the Oldest— 
not the Largest 
American Company 


But Central Life, 
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its 35th Year, 
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Central Life 


Assurance Society 
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Assets of 


$35,000,000.00 


Insurance in Force Nearly 


$200,000,000.00 


(MUTUAL) 
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HOTEL ' 


SHIRLEY-SAVOY | 


400 ROOMS 


Exceptionally well located 
Convenient to theatres, Smart 
Shops and Department Stores 


“EXCELLENT DINING ROOM & COFFEE SHOP 
RATES FROM $2 A DAY UP 





J.EDGAR SMITH, President 
E.C. BENNETT, Manager 


BROADWAY at 17™ 


PARK YOUR CAR 
in the 


SHIRLEY GARAGE 























WASHINGTON 
i} The SHOREHAM is the Capi- 


Nt tal’s newest hotel. Surrounded 
by beautiful Rock Creek Park 
i? yet within 10 minutes of the 
‘4 White House. All outside rooms, 
14 x 20 feet, each with bath, cir- 
a culating ice water and radio. 
i Facilities for recreation include 
f tennis courts, riding stables, and 
i) glass-enclosed swimming 


i 

i RATES. $s — $6 od 
, and $9 double 

i She 


SHOREHAM 


Connecticut Avetiue at Calvert Street 
' WASHINGTON, D C. 
’ L. Gardner Moore, Manager 













































“It Will Double Your Income” 
Easy to say, but backed by letters from 


Underwriters in every State in the 


Union. They KNOW it sells Life In- 
surance. Better get started betere 
everyone else has the dope. 


INSURANCE AS A PROPERTY 
INVESTMENT. 
Get it only in 
Underwriting.” 
The Di d Life » 420 East 
Fourth Street, Cincinnati, Ohio 


“The Essentials of Life 


Baclleti 








$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of — | unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 











Los Angeles—“Eventually” 
with Roy Ray Roberts 


The State Mutual Life has undertaken an extensive 
program of expansion in California. The Los An 
geles agency welcomes you and offers modern con- 
tracts in an agency using the most up- to-date 
methods. Write us about our “‘Adaptation Pilans.”’ 

Roy Ray Roberts, General Agent, State Mutual Life 


Assurance Company, Roosevelt Bldg., Los Angeles. 





















the authority of the company’s agent 
affecting the subject matter of the case. 


Conducted Southland Life School 


Robert F. Short, supervisor of agents 
in Dallas for the Southland Life has re- 
turned from St. Louis, where he con- 
ducted a successful agency school. Mr. 
Short is considered one of the leading 
educators in life insurance matters in 
the south. He conducts on an average 
of two schools each month, most of 
them being held in Dallas. 


Policyholders Attend Opening 


General Agent A. D. Lynn of the 
Massachusetts Mutual Life at Wichita, 
Kan., has moved to the Central build- 
ing, taking twice the space occupied in 
the old location. This gives it one of 
the most modernly equipped offices in 
Kansas. The Wichita agency is 41 years 














of age. At the official opening a num- 
ber of policyholders and friends visited 
the office. Many local business firms 
and banks sent flowers. 





Nebraska Agency Meets 


The annual agency meeting of Ne- 
braska field representatives of the Les 
Moines Life & Annuity was held last 
week at Lincoln. President J. J. Sham- 
baugh was the principal speaker. 





Northwestern Agents Meet 


Fifty representatives of the North- 
western Mutual Life attended the all- 


day agency meeting in Sioux City, 
Iowa, last week, at which Roger B. 
Hull, National Association of Life Un- 


derwriters, spoke. 





The Kansas City, Mo., branch of the 
Sun Life is opening a district office at 
St. Joseph, Mo. 











IN THE SOUTH AND SOUTHWEST 











Hold Convention in Gulfport 





Mississippi and Louisiana Agencies of 
Equitable Life of New York to 
Gather 





The Mississippi and Louisiana agen- 
cies of the Equitable Life of New York 
will meet at Gulfport, Miss., Nov. 17-19. 
About 60 agents are expected to qual- 
ify. E. M. Barber of Gulfport is mak- 
ing arrangements and will be on the 
program with a talk on visual selling. 
A large home office contingent will at- 
tend. 

Those who are to speak include W. 
W. Klingman, agency vice-president; 


John Bumstead, agency manager, New 
Orleans; Roy Hale, superintendent 
southern department; Henry Kranz, 


group supervisor southern department; 
Lloyd Klingman, in charge salary sav- 
ings department, and Pick Embry, 
agency manager, Kansas City. 





Sue for a Large Amount 


LOUISVILLE, Nov. 13.—A suit for 
$2,191,865 naming the Kentucky Central 
Life & Accident as the principal de- 
fendant has been filed in the federal 
court by 10 policyholders alleging that 
the company was organized in 1902 as 
a mutual and in 1917 was changed to a 
stock company without notification 
being given to these policyholders. The 
amount asked in the suit is for dividends 
which the company failed to pay the 
policyholders, for cash for stock and as 
a share in land purchased by the com- 
pany. The suit asked that Commis- 
sioner Allin be enjoined from authoriz- 
ing the company to operate as a stock 
company. 


Plan for Louisville Teachers 


LOUISVILLE.—The Public School 
Employes Benefit Association has filed 
articles of incorporation at Louisville, 
under a plan for securing blanket life 
insurance for all employes of the Louis- 
ville public school system who desire to 
enter. There will be double indemnity 
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in event of death by accident and triple 
indemnity for specified accidents. Poli- 
cies will be written by the Inter-South- 
ern Life and are expected to total about 
2,000,000. 


Tarver Makes Recommendations 


Commissioner Tarver of Texas in his 
annual report has made several recom- 
mendations for improving insurance 
laws. He would have all non-resident 
companies doing business in Texas re- 
quired to put up a bond to guarantee the 
fulfillment of their policy contract with 
their policyholders which is now re- 
quired of non-resident fire companies. 
He also favors the passing of a law au- 
thorizing the cancellation of a resident 
insurance company’s license if the com- 
pany does business in another state 
without first receiving a license. He 
says a law should also be passed re- 
quiring a foreign assessment company 
carrying on the business of writing life 
or casualty insurance to pay an occu- 
pation tax. 


Disability Award Upheld 


In the case of Aetna Life vs. Elijah 
W. Spencer, the Arkansas supreme 
court held the company liable under the 
total disability clause if the insured is 
unable to prosecute his business, even 
though he suffered no loss of eyesight, 
limbs or the use of his mind. The com- 
pany appealed from a decree of the 
Crawford circuit court, which gave 
Spencer judgment for $2,550 under the 
disability clause after he had suffered 
attacks of neuritis and arthritis. 


Sunshine Life Chartered 


The Sunshine Life of Oklahoma City 
has been chartered in Oklahoma with 
E. M. Rominger of Shawnee, president; 
James A. Echols of Oklahoma City, 
vice-president, and R. W. Payton, sec- 
retary-treasurer. It has capital of $50.- 
000 and will maintain headquarters in 
the Cotton Exchange building. The 
three officers and Eldon D. Walton and 





F. S. Payton are directors. Industrial 
insurance will be featured. 
Mississippi Taxes 
JACKSON, MISS., Nov. 13.—The in- 


surance department, for which the legis- 
lature appropriated $20,800 for mainte- 
nance, has turned into the state treas- 
ury $865.577 for the fiscal year 1929-30, 
Commissioner Ben S. Lowry reports. 
Receipts were $849,540 for the previous 
year. This year’s total includes: Insur- 
ance fees, $33,889; premium taxes, 
$683,873; privilege taxes, $144,814. 


Hold Sales School in Dallas 


E. J. Montague, vice-president and 
director of sales for the Continental 
National Life of Denver, and Clay F 
Reed, vice-president and general man- 
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ager of the Continental companies, have 
been conducting an insurance school for 
agents in Dallas. A score of agents 
from all sections of Texas attended. 


Bloom Made Agency Manager 


The Home State Life of Oklahoma 
City has appointed Lloyd L. Bloom or- 
dinary department agency manager. Mr. 
Bloom has had many years’ experience 
as a producer, organizer and educator. 





To Honor President Binford 


Avents of the Columbian Mutual Life 
of Memphis have pledged themselves to 
present President Binford $2,500,000 in 


business on his birthday anniversary, 
Dec. 16. He will be 64 years of age 
on that day. The campaign started 64 
days previous to the anniversary. The 
company operates in Tennessee, Miss- 


, Alabama, Florida and Arkansas. 


Issue Arkansas Digest 


LITTLE ROCK, ARK., Nov. 13.— 
The insurance department has received 
from the printer a digest of the insur- 
ance laws of Arkansas, including new 
acts and amendments of the 1929 legis- 


lature, which also provided for publica- 
tion of the digest in suitable form for 
distribution to insurance companies and 
others interested in the insurance and 
arson laws of the state. It was com- 
piled by M. H. Harrison, Little Rock 
attorney and former deputy commis- 
sioner. 


Kavanagh in Oklahoma City 


J. E. Kavanagh, second vice-president 
of the Metropolitan Life, addressed the 
Oklahoma City Chamber of Commerce 
on meeting selling requirements. He 
was a guest of Arthur C. Sawhill, super- 
visor of group insurance for Oklahoma, 
Texas and Arkansas. 


Air Tour Doubles Quota 


The Gulf Life set a quota for Florida 
of $1,000,000 new business for one week. 
An aerial booster tour of the state was 
made by J. Frank Kelly, Jr., manager 
of agencies, in a plane known as the 
“Million Dollar Mark,” especially char- 
terel by the company. Business writ- 
ten amounted to $2,114,000, instead of 
the $1,000,000 it set out to get. 


Southern Notes 


James Lee Loomis, president Connecti- 
cut Mutual Life, was the guest of Rob- 
ert Carter, Oklahoma City general agent, 
last week. 

Dr. Huebner’s “Life Insurance” will 
give you the complete background of 
life insurance in a most simple and clear 
manner. It covers the essential facts, 
Principles and practices. Price, $2.75. 
Order from The National Underwriter. 





Domestic Companies Lead 
in Texas 1929 Production 


AUSTIN, TEX., Nov. 13.—For 
the first time in the history of 
Texas the amount of insurance 
written in Texas by Texas compa- 
nies exceeds that written by non- 
resident companies, according to 
the insurance department’s annual 
report. During 1929 $382.000,000 
insurance was written on lives of 
Texas citizens by Texas compa- 
nies while non-resident life insur- 
ance companies wrote a total of 
$377,000,000. There is $3,090,000,- 
000 insurance in force on Texas 
lives, $1,205,000,000 being carried 
by Texas companies. 

There are 155 legal reserve life 
companies licensed in Texas, 50 of 
them domestic. There are 65 fra- 
ternals and 151 mutual aid asso- 
ciations operating in Texas. The 
latter have 263,858 members with 
$291,587,000 insurance in force. 




















PACIFIC COAST AND MOUNTAIN 

















Pacific National Will Start 


New Company in Process of Organiza- 
tion at Seattle, R. W. Dale Being 
Chief Factor 








The Pacific National Life will be or- 
ganized in Seattle by the Pacific Na- 
tional Insurance Associates with R. W. 
Dale as general manager. The proposed 
capital is $500,000 and surplus of like 
amount. There are a number of promi- 
nent men in the Pacific Northwest who 
are interested in the enterprise. Offices 
are in the Vance building in Seattle. 

The Union Pacific Life was organized 
in Seattle last year and the New World 
Life will move its home office from Spo- 
kane to Seattle in the near future. Mr. 
Dale was formerly president of the Pa- 
cific Northwest Insurance Agency of 
Seattle. It was Pacific Coast manager 
of the American National Life of Gal- 
veston. 


Attend C. L. U. Coaching School 


Between 30 and 40 life underwriters 





are expected to attend the coaching 
school for the C. L. U. degree, which is 
being conducted by the University of 
California, according to Harold Rose, 
chairman of the educational committee 
of the San Francisco Life Underwriters 
Association, under whose auspices the 
school is being held. 


Agents Hold Conference 
Fifty agents of the Northwestern Mu- 
tual Life from western Washington met 
in a two-day conference at Seattle and 
were addressed by Dr. G. A. Harlow, 
assistant medical director, and Roger A. 
Clark, superintendent of agencies. M. 
H. O. Williams is in charge of the ter- 

ritory included in this conference. 


Beneficial Life’s Experience 


SALT LAKE CITY, UTAH, Nov. 
13.—General Manager E. T. Ralphs of 
the Beneficial Life, reports that the in- 
dustrial depression *has not affected the 
volume of new business to any great 
extent and that it is not more than 10 
percent below normal, if that. Mr. 
Ralphs says lapses are higher, possibly 





| : 
20 percent above normal, due in many 


cases to policy loans. He finds the trend 
toward the less expensive form of insur- 
ance quite marked, and the fact that 
more straight life is being written than 
before accounts in part for the smaller 
premium income, 

One consolation, he said, is that when 
the business is harder to get it is gen- 
erally of a better quality, as the assureds 
have given more thought to the matter 
than when they sign up without much 
solicitation. 


Pacific Mutual Holds Conference 


An extensive educational program 
marked the Pacific Mutual Life sales 
conference in San Francisco Nov. 7. 
Vice-president C. I. D. Moore and Dr. 


L. H. Lee, assistant medical director, 
represented the home office. The San 
Francisco, Oakland, Stockton, Sacra- 


mento, Fresno and Santa Rosa agencies 
participated in the meeting. 





Los Angeles Managers Meet 


The Life Managers Club of Los An- 
geles met Nov. 10. Kellogg Van Winkle, 
a member of the trust committee, re- 
viewed results obtained so far by the 
committee in checking up the relations 
of trusts and life insurance companies. 
Will G. Farrell, chairman of the life 
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ON TO QUEBEC! 


The Midland Mutual Life 
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THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
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N fifty-five cities, including the largest metropolitan 

centres of the United States, our representatives are 
well-known; in part, on their own account, and in part 
because of the Company they represent. 4 Alltold. the | 
New England Mutual now has sixty-four General Agencies, | 
of which three are new within the past year. They are 
strategically located in thirty-eight states. @ We believe 
that the opportunity offered through representation of this 
Company is not surpassed by that of any other. 





NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 








Oldest Chartered Mutual Life Insurance Company In America— 1835 








ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 
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NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 
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Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
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A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 
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Organized 1850 In the City of New York 
Over 78 Years of Service to Policyholders 

Good territory for personal producers, under direct contract 

HOME OFFICE: 156 Fifth Avenue, New York City 




















insurance committee of the chamber of 
commerce, told of its success in enlisting 
the active cooperation of the members 
of the chamber of commerce. Three new 
members were received, Mark Banta, 
Central Life of Illinois; A. J. Primeaux, 
West Coast Life, and Gene Waddle, 
Great Republic Life. William Glines, 
superintendent of agencies for the west- 
ern department of . Equitable Life of 
New York, and G. B. Harper, recently 
appointed assistant ee of the Kel- 
logg Van Winkle agency, were guests. 





Must Follow Convention Form 


Commissioner Porter of Montana has 
ruled that all life companies must use 
the convention form of disability benefit 
as recommended by the National Con- 
vention of Insurance Commissioners. 





Gregory Agency Meets 


The northern California agencies of 
the Aetna Life held a sales conference, 
marking the 30th anniversary of E. H. 
Raa Gregory’ s reign as manager of the 
San Francisco office and his 60th birth- 
day. Among the speakers were E. F. 
Kenney, home office cashier; John M. 
Stewart, assistant manager, San Fran- 
cisco, and Mr. Gregory. 


Invests 45 Millions in 9 Months 


The first nine months of 1930, the 
John Hancock Mutual Life invested and 
reinvested $44,968,694. Of this $26,- 
365,542 was mortgage loans, largely on 
single and apartment dwelling houses, 
yielding an average rate of 5.77 percent. 
Of the balance of these investments the 
chief item was corporation bonds and 
loans and corporation stock amounting 
to $10,634,777.50, the effective rate aver- 


aging 5.21 percent. 
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S. LESTER GUINN 


S. Lester Guinn, vice-president and 
general manager of the Gibraltar Life & 
Accident, with headquarters in the Pat- 
terson building at Denver, is arranging 
to extend the operations of his company 
to other states. The Gibraltar writes 
life, accident and health. It is to take 
over the Continental Mutual of Denver, 
of which Mr. Guinn is the head. Mr. 
Guinn is regarded as a progressive 
executive and is getting a good battery 
of talent about him. 
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Association Adopts Ad Plan 





Cooperative Campaign With Radio 
Playlet Hookup to Be Started 
Soon in Chicago 





Approval of the board of the Chicago 
Association of Life Underwriters has 
been given to an elaborate cooperative 
advertising campaign developed by the 
Hearst newspapers, which will include 
26 weekly advertisements keyed with 
15-minute radio playlets to be presented 
over WIBO, Chicago. The radio part 
of the campaign will be given Monday 
evenings, preceding appearance of each 
ad in the series, and will be a “true- 
life’ insurance story illustrating an 
appropriate moral, taken from the ex- 
perience of some Chicago general agent 
or manager. This manager will present 
a brief explanation of how some policy 
would have solved the life problem pre- 
sented. The advertisements will appear 
over the name of the association. All 
full-time agents in Chicago are being 
urged to lend financial support through 
a small weekly payment plan. The 
series will be presented in the Chicago 
“Evening American.” 

| 

Newark, N. J.—In an amplified version 
of the 25-minute talk with which he 
won such favorable comment at the 
Toronto convention, L. M. Crandall of 
Norwich, Conn., gave the Newark asso- 
ciation some valuable pointers on “How 
to Write an Application Per Call.” The 
five steps which must be taken for the 
worthwhile sale are, Mr. Crandall said, 
a favorable introduction, working up the 
prospect's interest, arousing his desire, 
bringing him to the point of acting, and, 
most important of all, satisfaction with 
what he has bought. Mr. Crandall 
quoted from his own experience to show 
the importance of factors which are ap- 
parently too trivial to bother with, but 
which may result in a turndown unless 
they are carefully and intelligently han- 
dled. C. J. Schmitz is president of the 
association. 


Yates Gives New York Talk 


Massachusetts Mutual General Agent in 
Detroit and L. M. Crandall Brought 
Inspiring Messages 

NEW YORK, Nov. 13.—With ar 
earnestness that inspired unquestioning 
acceptance of his creed, John W. Yates 
of Detroit, general agent of the Massa- 
chusetts Mutual Life, told members of 
the New York City Life Underwriters 
Association that supreme faith in the 
value of life insurance is a first essen- 
tial and that the life underwriter must 
be consumed by the power of his mes 
sage. 

Picturing life insurance as the great 
est source of happiness in this world 
and the world to come, Mr. Yates vis- 
ualized for his listeners the good that 
being done by the two billions o! 
life insurance claims paid out last year 


1s 


Lives Beyond the Grave 


“Life insurance is the one way that 
a man can justify the faith that his 
family has in him,” Mr. Yates declared 
“It is the thing that makes love live 
beyond the grave.” Stressing the im- 
portance of life insurance, during lie 


as well as at death, Mr. Yates character- 
ized it as a means of allowing men t 
live more abundantly—as an opportunity 
of underwriting personality. The man 
whose mind is free of the necessity for 
putting every possible penny in a sa\ 
ings account can spend money 
needed vacations, for clubs, for oppor- 
tunities for contacts which may mucl 
more in business than the price of th 
life insurance premiums. 

In spite of the depression in the auto 
mobile industry Mr. Yates has kept hi 
agency at Detroit ahead of last year 
which was its record year. His train 
ing course has recently been incorp 
rated by the Massachusetts Mutua! a 
part of its course for new salesmen. 





(CONTINUED ON LAST PAGE) 
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Prominent Educators on North Carolina 





turndowns on inexperienced agents, and 
advised the agency managers and gen- 





to do 
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+ eral agents to find some way to help | he declared many agents are responsible 
Insurance Days Program—Hull, Gray, field men over these effects.” for the delays in payment 
é 2 John Marshall Holcombe, Jr., man- I M Ideal 
Holcombe and Huebner Give Ins lration ager, Life Insurance Research Bureau, nsurance ost ea . 
: p talked on “The Buyer of Life Insurance, | Means of Installment Saving 
\ sales congress was held in connec- | ship is nothing more or less than the oe and Desires. | Prof. S. S. Huebner, University of 
tion with the North Carolina Insurance | inborn ability to get what you want and 1€ prospect wants an agent to ap- | Pennsylvania, in his talk on “The In- 
Days in Greensboro last week. Roger | so ultimately and finally each will do proach him in simple business language, yestment Concept of Life Insurance,” 
B. Hull, National Association of Life | his selling in his own way. he said. He wants an agent who can | termed life insurance, properly handled, 
Underwriters, spoke on “The Modern 1A M G ‘ truly appraise his life value, an agent the most ideal means of installment 
Life Underwriter, the Social Engineer.” | gent Must Get — . with an imagination to picture the fu- | saving and he outlined a program of 
; ; : ~:* | Under Prospect’s Skin as - z B prog 
He presented the need for new agencies ture, an agent who can concentrate on savings for the man who wants to as- 
to meet the complications brought about | Mr. Gray described five men peeling | one thing, an optimistic agent who. sure himself of a competency on re- 
in the development of this machine-age | oranges, each in a different way and yet | knows it is his job to get out of the tirement. , 
civilization. Life insurance, and espe- | each with the dominant single purpose : prospect the smile that is in him, an | On one side Dr. Huebner placed in- 
cially the field forces of American life | of getting under the skin without hurt- | agent with the warmth and confidence | surance of a type which might be termed 
insurance, is going to largely supply | ing the feelings of the orange. It is | of enthusiasm, an agent of tactful per- | as an investment fund, an emergency 
these new agencies for maintaining the | the same way in life insurance, he said, | sistence, an agent of loyalty to the busi- | fund, or a savings fund. On the other 
decencies and beauties of American life. | but added that many agents are too | ness of life insurance, an agent who | side is the term insurance serving as a 
Just as business management is turning | careful of the orange’s feelings. | owns enough insurance himself, and! protection for the investment and a 
increasingly to industrial engineers, so| The agent must get under the skin, | finally, said Mr. Holcombe, he wants an | guarantee of the fulfillment of the sav- 
social and human problems will come | however, and Mr. Gray said it is accord- | agent to talk to him who acts as if he | ings plan. As the investment value in- 
more and more into the hands of the | ingly necessary to make the prospect | has something the prospect will be creases with the elapse of time from the 
leaders in life insurance, the most realize the imminence of death for every | thankful for buying after the sale is | savings period, the volume of term in- 
humanistic business the world has | person. “Don’t drag the hearse to the | made. | surance decreases. Thus throughout the 
known. door or be coarse or cruel, but delicately Mr. Holcombe outlined four requisites | entire period of saving, the individual is 
H. E. N. Gray, Prudential ordinary | and diplomatically the agent must pre- | for modern insurance selling. The first | afforded an ideal and perfectly guaran- 
supervisor, spoke on “Peeling Oranges.” | sent to the prospect the picture of is a prepared sales talk. The second is | teed plan for amassing a competency of 
Sales are made, he said, not by talking | death. The American people must liter- | a tailor-made service, tailored to the lthe desired amount, and on definite 
about the thing being sold, but by talk- | ally be scared into taking thought for its | exact situation and needs of every pros- | schedule. 
ing about what it will do for the man! safety and’ protection. He then de-| pect. The third is a thorough knowl- | Dr. Huebner concluded by listing the 
to whom you are selling. Salesman- scribed the withering effect of nasty | edge of the family income of each pros- ‘ qualities of an ideal installment invest- 
om 
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Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 
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Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 
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e COUNSELOR AT LAW 
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and all Life Insurance Forms Pre 
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ment and declaring life insurance meets 
all of the highest standards, including 
that of earnings. He took issue with 
some authorities who have rated life in- 
surance as at the top as an investment 
except in earning power, and declared 
these authorities have failed to compare 
life insurance bought on an installment 
plan with other savings plans based on 
installment buying. Any man seeking 
to achieve a competency by purchase of 
stocks, bonds, or what not on the in- 
stallment basis, who does not protect 
his program as a whole by term insur- 
ance is gambling with the entire plan. 
Life insurance rates as high in earning 
capacity as any other installment plan 
of saving, if protection cost is counted 
for both. 
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(CONTINUED FROM PAGE 18) 

Louis M. Crandall, special agent of 
the New England Mutual Life at Nor- 
wich, Conn., who has a nine year rec- 
ord of consecutive weekly production 
gave by request the same practical in- 
spirational talk which won such phe- 
nomenal applause at the Toronto con- 
vention. 


L. M. Crandall’s Talk 


Satisfaction and confidence are the 
foundation stones of Mr. Crandall’s pro- 
gram. On the business he wrote when 
he established his record of 35 applica- 
tions on 18 calls for a total of $93,000 
he has had no lapses and no deaths. 
although he made the record two years 
ago. In addition to radiating a sincere 
confidence in his product and having 
the personality to put it across, Mr. 
Crandall has analyzed all the factors, 
many of them seemingly insignificant, 
that can make or kill a sale. 

The membership of the association is 
1,715 or within eight members of the 
highest it has ever been, which was at 





SUPERVISOR WANTED 


Thoroughly experienced 
specialist in workman’s 
compensation underwriting 
desired by an old estab- 





lished casualty company. 
Salaried position. 


When replying, address 
“Specialist,” in care of 
R-89, The National Under- 
writer, Chicago, IIl., giving 
experience and references. 





UNDERWRITER 


the close of last year, and Chairman 
T. M. Riehle of the membership com- 
mittee predicted that within 24 hours 
after the dinner the campaign would be 
over the top and on the way to the 
2,000 mark which is the goal the asso- 
ciation expects to reach by the end of 
the year. 
The association will inaugurate with 
the new year a plan whereby its cam- 
paign of institutional advertising now 
going on will offer a booklet on life in- 
surance to readers who write in for it. 
The leads that have already come in are 
being allotted to members in the order 
in which they contributed to the adver- 
tising fund. 
* * * 
Stockton, Cal.—A 
gress being planned by the 
association for Nov. 21 with 
Man Should Be Producing More” as its 
theme. Life underwriters from the en- 
tire San Joaquin Valley are planning to 
attend. ; 


one-day sales con- 
Stockton 


“Every 


is 


* * * 
Lincoln, Neb.—Life insurance 





company 


home offices came in for tart criticism 
at the hands of several speakers at the 
November meeting of the Lincoln asso- 
ciation, when the subject of “The Rela- 
tionship of the Agent to the Company” 
was under discussion 

There was some criticism of the edu- 
cational matter sent out by the com- 
panies. A. R. Edmiston, answering the 
criticism of outside bulletin services as 
cumulative, said that he had found 
nothing better than “Essentials of Life 
Underwriting,” by the Diamond Life 
Bulletin service. 

ok a ok 

Buffalo—The Buffalo association will 
hold two meetings Nov. 18, with Frank 
L. Jones, vice-president Equitable Life 
of New York, as speaker. He will talk 


on “Managerial Problems” at a luncheon 
and at dinner on “Latent Power.” 

* * * 

Alice E. Roche 
Louis F. Paret agency of the Provident 
Mutual Life in Philadelphia will speak 
at the Boston association’s meeting Nov. 
20 on “Pyramiding Sales Through Direct 
Mail.” 


Boston— Miss of the 


. ££ @ 

Ia.—About 40 life 
from 
territory 


under- 
Fort 
at- 
by 
and 
asso- 
life 
their 


Fort Dodge, 
writers and their wives 
Dodge and surrounding 
tended a dinner meeting addressed 
Roger B. Hull, managing director 
general counsel of the National 
ciation. Mr. Hull urged that all 
underwriters become members of 
local associations. 

a SS 
Angeles—The« 
ciation will hold an 
ference Nov. 20 Speakers will include 
Dr. Ernest S. Holmes, dean of the Insti- 
tute of Religious Science, Los Angeles, 
‘Vision and Imagination in Salesman- 
ship; Howard H. Jones, football coach 
of the University of Southern Cali- 
fornia, “Keeping Fit Physically and 
Mentally”; Joseph D. Brady, tax attor- 
ney, “Life Insurance and Taxation”; R. 
H. Ballard, president of Southern Cali- 
fornia Edison Company, “Business Con- 
ditions,” and Robert A. Brown, million 
dollar producer of the Pacific Mutual, 
who will report on the million dollar 
round table at Toronto. 

ss @ 

Pittsburgh—The Pittsburgh associa- 

tion has a now paid membership of 


Los Los Angeles asso- 


all-day sales con- 








1,000. In order to build its membership 

















L5 A BUSINESS MAN takes care of 


their undivided and full thought and 
logical ? 
Life insurance field work under sa 


conditions to its field workers. Life insu 
disability and double indemnity benefits 


agency force successful. 
Earnest-minded men and women of 
career in full-time field work are invited 


The Mutual Life In 


34 Nassau Street of New 


DAVID F. HOUSTON 
President 








The Rewards of Consistency 


him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 


opportunity for achievement and profit according to ability and undivided 
effort. THe Mutua Lire INsuRANcE ComPpANY oF NEw YorK affords such 


facilities for serving policyholders in practical ways combine to make its 


his business, the business takes care of 


effort. Isn’t this merely natural and 


tisfying conditions is a career giving 


rance in all standard forms, annuities, 
, prompt and equitable dealings, and 


character and ability contemplating a 
to apply to 


surance Company 


York New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President 
and Manager of 


November 14, 


19G0 





Noted Greensburg 
Court House Tree 


Suggests a Moral 





from the tower of the Greensburg, | 
courthouse. The tree is perhaps 
greatest distinction of Greensburg. | 
sengers on the Big Four trav: 
through the town strain their neck 
peer at the phenomenon. Merchant 
Greensburg do a thriving business 
ing picture post cards of the am 
maple. 

“Here’s a tree growing out of a 
roof,” the Western 
“It had every excuse that a tree m 
to shrivel up and die. No tree « 
reasonably be expected to 
such barren soil. But there it is, ‘sa 
as all get-out. 


ated but less determined to hang on 
“Write your own moral.” 


it reaches outside of Allegheny 
having non-resident units or 


cou 
branch 


of all agencies and discussed ways 
means of making a group of such a k 
practical and beneficial 
lee, supervisor 
temporary chairman. L. M. Crandall! 
Norwich, Conn., gave a talk before 
Pittsburgh association this week. 
*x* * * 

Ottawa, Can.—The Ottawa 
heard an illustrated address by Hi 
Murray of the North American Life 
the monthly meeting in Ottawa. 
Murray also spoke on “The 
Minutes.” This also was illustrated 
proved interesting and instructive. 

It was announced by E. P. 
president of the association, that Geo 
D. Finlayson, superintendent of in 
ance for the Dominion, had been awar 
a life membership in the association 

* * K 
Cedar Rapids, Ia.—C. B 
dent Cedar Rapids Life 
American Life Convention, 
of honor Nov. 24 at the 
association's dinner. 

*x* * * 
Indianapolis—Louis M. Crandall, N 
wich, Conn., large personal produce 
the New England Mutual, addressed 
members of the 
at a night session on Nov. 7 
Write an Application 
lives in the indirect method of sell 
and says the prospect can be guided 
that he practically sells himself. 
Crandall spends at least two hours a « 
in study. Before retiring he places 
the right-hand pocket all work for 
next day, and he makes calls 
transfers the data to the left 
What left in the right pocket is 
finished business. Another idea is 
wrap a blank application in a sheet 
plain paper, so that in an interview w! 
he wants a bit of paper to figure on 
has the concealed application ha 
“Think and talk at the same speed 
your prospect,” he suggests. Mr. C1 
dall has a prospect list of 3,000 nan 
with detailed information. He knows 
list so well that he said he can ask 
audience to name a letter of the alp 
phet and within an hour he can h 
back by wire from a prospect, wh 
name begins with that letter, notice 
acceptance of an application. There \ 
be a luncheon meeting Nov. 14, w 
J. W. White, trust officer Mercant 
Bank & Trust, St. Louis, as speaker. 


New England Mutua! 


and 
will 
Cedar 


presid 


on “How 
Per Call.” He 


as 


is 


of 
the 
in 


Issuance 
member of 
beneficiary 


life policies 
owner's 
exchange for 
stamps is a violation of the 
trading stamp law, according to 


family as 


tradi 




















opinion of the state attorney general. 


The Western & Southern has 
pared a moral for its field force 
the famous maple tree which er 


“It has lived and flourished for 
years through famines, depressi 
storms, cloudbursts and droughts 
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Ms, 
that 


have brought early demise to millions 
of trees which were more favorably situ- 





sociations situated in Indiana, New 
Castle, Washington, Beaver Valley and 
Greensburg. They have organization 
of their own, holding monthly meetings 
The service is all rendered through the 
Pittsburgh office. A committee has bee 
appointed to extend the chartered lif 
underwriter’s degree work in the cities 
H. J. Johnson, president Pittsburgh as- 


sociation, called a meeting of supervisors 


ind 


Harold Brown- 


of 
the 


associati« 


at 
Mr 
ve 


led 
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